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National Life Insurance Company 
of the United States of America 


A. M. Johnson, Chairman of the Board 


OFFERS 
Comprehensive, practical sales preparation course Juvenile Insurance 
Five Point Complete Protection Liberal compensation on guaranteed low cost poli- 
Accident and Health in combination with Life cies 
Family Income Policy 
Term Expectancy : 
Modified Life Double Indemnity 
Liberal underwriting with Non-Medical and- Sub- Elimination of policy restrictions 
standard 
Participation on Certain Fully Paia-up Policies ‘ ; ; 
Excess interest payments on income settlements and Prompt, efficient service to policyholders and bene- 
funds left on deposit ficiaries 


Total and Permanent Disability 


Clubs and Conventions for representatives 


Established 1868 


NATIONAL LIFE INSURANCE COMPANY 
of the UNITED STATES OF AMERICA 


Robert D. Lay Walter E. Webb 
President Executive Vice-President 


29 SOUTH LA SALLE STREET, CHICAGO 


A Fine OLD Company for Ambitious YOUNG Men 
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Nylic Agents paid for $900,897 ,700 of new insur- é 
ance in 1930. Of this total 97.1 per cent was . 
on Life and Endowment forms; only 2.9 per ° 
cent was Term insurance. These ratios, par- $ 
ticularly in the present economic situation, . 
demonstrate that Nylic Agents are success- ‘ 


fully trained to sell the more substantial 
forms of insurance. 








NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, Madison Square 
New York, N. Y. 
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NATIONAL 
LIFE AND 


ACCIDENT 


INSURANCE 
COMPANY 


INCORPORATED 


SHIELDS 
adele 


Trade Mark Reg. U. 8S. Pat. Of. 


COORDINATION 


Though located at widely separated 
places throughout the country Shield 
Men are coordinated with the activ- 
ity of the entire field force. Thus, a 
compact unit with common interest 
work toward the same goal. 


The radio station WSM whose daily 
broadcasts are heard and enjoyed 
by millions does much to coordinate 
the activity and interests of Shield 
Men. 


Each Wednesday night at eleven 
o'clock Central Standard Time the 
Shield Men orchestra dedicates a 
program to the entire field force of 
the National Life and Accident. 
Shield Men know their company is al- 
ways. backing them. 


It pays to be a Shield Man. 


TheNATIONAL LIFE AND 
ACCIDENT INSURANCE 


COMPANY INC. 


NASHVILLE TENNESSEE 
Tune in WIMs 


THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by The National Underwriter Company. 
1. $3.00 


Office of publication, 175 W. Jackson Blvd., Chicago, Ill. Thirty-fifth year. We. 23. Friday, 
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per year. 15 cents per copy Entered as sec ond -c class matter June 9, 1900, at postoffice at Chicago, IIl., under act 


of March 3, 1879. 
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the Greek historian, describes 
an ancient “hospital.” He tells how the sick 
were assembled in the market place, there to 
discuss their ailments with passersby in the 
hope that one who had survived a similar 
illness might suggest a cure. They sought 
remedies that had been proved in actual use. 


The Life Underwriter of today seeks reme- 
dies—remedies that dispel sales resistance. 
He wants only the ideas that will culminate 
successfully—in sales. Some of these ideas 
he gets from the men working with him; 
some are adaptations of plans he has learned 
about indirectly. 


The Union Central representative has no 
need to search for presentations that get ap- 
plications. They are brought to him; not as 
theoretical successes, but as established sales 
helps in daily use by other agents. When his 
copy of The Agency Bulletin, weekly Field 
publication of the Company, reaches him on 
Monday morning, he is prepared to start the 
week with fresh ideas that lend zest to his 
interviews, add materially to his income. 


This modern principle of concentrating suc- 
cessful experience in a place where it is 
readily available is helping nearly 200 Union 
Central men to maintain their rate of produc- 
tion at over two hundred thousand in 1931. 


The Union Central Life 


Insurance Company 


of Cincinnati 


Over One and One-Half Billions in Force 























A Complete Kit 
of Up-to-Date 


Policy 











Contracts 


The multiple line of Life, Acci- 
dent and Health, Group and 
Salary Savings Insurance, of- 
fered by the Missouri State Life 
gives the Field Representative a 
complete kit of live, up-to-date, 
policy contracts covering every 


life insurance need. 


The Company writes all stand- 
ard forms. Age limits 0 to 65. 
Licensed in 41 states, the Dis- 
trict of Columbia and the terri- 


tory of Hawaii. 


Insurance in force, December 
31, 1930, $1,249,920,574. 


MISSOURI STATE LIFE 


INSURANCE COMPANY 


HILLSMAN TAYLOR, President 
ST. LOUIS 


THE PROGRESSIVE COMPANY 
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GETTING AND APPRECIATING 
“NALUE RECEIVED” « « e« e 


An Advertisement of 


The Hooper-Holmes Bureau, Inc., 


It is more or less a byword throughout the whole 


realm of business that “value received” is worth 


penny it costs. A business machine, system or service of 
sound utility and sound value will be welcomed by any 


reasonable business man. This is axiomatic. 


In the field of Moral Hazard Inspection Reports, 


“value received” is just as fully appreciated 
as elsewhere. The inspection service delivering the 
greatest value-per-dollar is the service in demand. 
During all the lean months which we have been 
suffering, the business of this organization has 
shown a consistently satisfactory increase. This 


New York 


increase, we believe, has not been accidental. In our 


every opinion, it indicates that in these days of extremely care- 


HEH 


ap get? 


a 
Established 1899 


ful spending our service has met the test of delivering 
full “value-received” for each dollar spent. We can con- 
ceive no other reason. Our policy of flexible service and 
doing a finished job appears to be winning the increased 


appreciation of our customers. -— Fie ee 

The nationwide facilities of The Hooper- 
Holmes Bureau are devoted to the compiling 
of Moral Hazard Inspection Reports for in- 
surance underwriting, credit, commercial 
and employment purposes and claim reports. 


XUM 
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York, Pa., Meeting | Predict Material Change | efunds Conform 


Draws Big Crowd 


Roehrs Elected President of Fed- 
eration at Pennsylvania 


Insurance Days 


CREATES WIDE INTEREST 


Eight Major Insurance Organizations 
of State Cooperate in Putting 
on Big Event 


FEDERATION OFFICERS ELEC TED 


President—W. E. Roehrs, Philadel- 


phia. 
First Vice-President — H. 


Pittsburgh. 
Vice-Presidents—W. L. Anthony and 
E. Cole, Pittsburgh; F. D. Buser, G. 
Dette, C. H. Holland and W. F. Ken- 
Philadelphia; T. B. Donaldson, 
N. J.: R. R. Helms, Reading; 
w. G. MeBlain, York; W. E. Quinlin, 
Pottsville; F. A. Service, Sharon. 
Treasurer—J. D. Pharaoh, Il, 


deiphia. 
Secretary-Manager—H. 
Philadelphia. 


By HOWARD J. BURRIDGE 


More than 400 
women in every branch of the business 
met in York, Pa. for two days last 
week attending “Pennsylvania Insurance 
Days,” the annual round-up of the in- 
surance forces of the state held under 
the auspices of the Insurance Federa- 
The eight major 
insurance organizations of the state co- 
operated to make the convention an out- 


G. Seott, 


E. 
R. 
drick, 
Newark, 


WwW. Teamer, 


insurance men and 


tion of Pennsylvania. 


standing success. 

The Pennsylvania federation has a 
membership of over 10,000 and has the 
active support of the fraternals, indus- 
trial life companies and mutual fire com- 
panies, all of which were in evidence at 
the meeting, as well as the companies 
that are usually found to be partici- 
pating. 


First Session Is Opened 


The first regular business session was 
held Thursday afternoon with W. R. 
Harper, Philadelphia general agent of 
the Aetna Life, in charge. Clyde F. Gay, 
agency secretary of the Aetna Life, and 
Wellington Potter, Rochester, N. Y., 
local agent, were the speakers. The ses- 
sion was concluded with a short busi- 
ness meeting of the federation at which 
President William H. Kingsley presided. 
Officers and directors were elected and 
reports of committee chairmen heard. 
The charter was amended so as to place 
no restriction upon the number of direc- 
tors who may serve. 


Directors Are Elected _ 


Directors elected for a term expiring 
in 1934 are: J. W. Wood, Allentown; 
H. C. Fry, Jr., Pittsburgh; M. H. Dif- 
fenbaugh, Lancaster; H. E. McKelvey 
and E. Ellsworth Cole, Pittsburgh; G. 
A. Evans, Butler; W. E. Roehrs and 

' (CONTINUED ON PAGE 20) 


Many Life Insurance Executives Declare That There | 
Must Be Substantial Modification in the Total 
and Permanent Disability Clause 


| drubbing. 





NEW YORK, June 4.—The best in- 


formed life insurance executives predict | 


that the current strong nothing 
will hold back the tide of opinion and 
determination to make radical changes 
in the use of the total and permanent 
disability clause in life policies. Most 
of the companies have taken a 
Many of them wish they had 
never inaugurated such a_ departure. 
They long tor the days when life insur- 
ance was life insurance pure and simple 


is so 


| without total and permanent disability 


and double indemnity. They declare 
that not only has total and permanent 


hard | 


disability brought a heavy deficit but it | 


has injected into life insurance the ele- 
ment of adjusting which it did not have 
before. Friction has been caused, dis- 
putes of all kinds have arisen, lawsuits 
have been engaged in, companies have 
become the victims of claim seeking at- 
torneys. 
Need Greater Restrictions 


Some companies have granted total 
and permanent disability on many occa- 
sions not knowing the total amount a 
policyholder really carried. The increase 
in rates and the greater restrictions 
adopted last year will not meet the de- 
mand. In many companies there must 
be still greater limitations. Some com- 
panies have loaded up heavily on total 
and permanent disability and prior to 
the changes last year it was made a 
business getting argument. It is safe to 
say that 75 percent of the companies at 
this time do not know whether they 
have sufficient reserves up or not. They 
are uncertain to what the denoue- 
ment will be. Some officials undoubt- 
edly are panicky. There are some that 
feel they are playing safe. They declare 
that they started right and in spite of 


as 


Vital Business Insurance 


Issue to Be Tested Soon 


A court action to determine if gen- 
eral creditors or preferred stockholders 
of the Dobry Securities Company of 
Davenport will share in the proceeds of 
a $100,000 endowment policy on the lives 
of three former executives of the bank- 
rupt corporation, will be filed by June 
30, according to F. J. Comfort of Des 
Moines, receiver. Another $10,000 pre- 
mium on the policy will become due 
June 30. The policy now has approxi- 
mately $75,000 cash surrender value. It 
will mature in 1934, 

Defendants in the action to be brought 
by the receiver will be the Guaranty 


Life of Davenport, which issued the pol- | 


icy in 1924, and the American Commer- 
cial & Savings Bank, trustee. The men 
insured are D. A. Dobry, president; F. 
J. Ring, treasurer, and F. C. Harrison, 
attorney and director. 

The proceeds of the policy were in- 
tended to retire an issue of $100,000 pre- 








the showing they feel confident of the 
future. Some officials declare that the 
total and permanent disability clause is 
an important and very desirable feature 
of the life insurance contract. 

What of the future? At the recent 
meeting of the Actuarial Society 
America there was considerable discus- 
sion over this important subject. While 
no formal action was taken it was sig- 
nificant that in the informal poll many 
voted in favor of eliminating entirely the 
total and permanent disability clause 
from life insurance contracts. Others 
desired to return to the simple waiver of 


or 


premium clause. Others believed that 
instead of the $10 a month payment 
basis there should be only $5. Others 


held that the life income feature should 
be modified and that there should be no 
payment after age 60 or 65, for example 
Others were in favor of increasing the 
rates still farther. 

A pretty good guess would be that out 
of the welter will come a more re- 
stricted use of the total and permanent 
disability clause, and some material 
modification. A majority of the com- 
panies have had enough of it. One of 
the big strictly life companies has found 
it necessary to employ an experienced 
accident and health adjuster to supervise 
the handling of claims that are con- 
stantly arising owing to the imposition 
on companies. Persons carrying large 
disability benefits are creating havoc. 
The moral hazard is there just the same 
found in a jumbo life insurance 
line man and the policyholder who is 
carrying large accident and health bene- 
fits aside from life insurance. The life 
insurance fraternity as seen from the 
east is in favor of very restrictive meas- 
ures on the total and permanent disabil- 
ity clause. 


as is 


ferred stock sold to Davenport investors 
and friends of Dobry officials. The in- 
surance constitutes the principal asset of 
the company, which has $200,000 to 
$300,000 liabilities. 





Endowment for Trip 


Abroad Is Matured 


SEATTLE, June 4—An Euro- 
pean trip planned 20 years ago to 
celebrate his 25th wedding anni- 
versary is to be realized by J. A. 
Macfadyen, manager of the Sun 
Life here, who this week cashed in 
on a matured 20-year policy or- 
iginally taken out for that purpose. 
Mr. Macfadyen, his wife, and 
daughter, Viola, will visit the 
home office in Montreal and also 
branch offices of the Sun Life in 
London, Edinburgh and Paris, 
while abroad. 














With Experience 


Life Companies Will Readjust 
Dividends Due to Modern 
Trends 


ATTENTION TO OLDER AGE 


Mortality Has Been Much Higher as 
the Assured Gets Beyond 
the Meridian 


NEW 


general 


YORK, 


predictions 


In 


widespread divi- 


June 4 view of 
ot 
dend reductions in 1932 scales, it will be 
interesting to see how far companies 
at 


to 


will go in making dividends various 


ages conform more closely actual 


mortality experience 

It is a time-honored tradition that the 
longer a_ policy force the 
greater will be the dividend, the theory 
that the 
constantly increasing 
this increase in 
be correct if the 


remains in 


being interest return on the 


reserve justifies 
dividend. This would 

mortality experience 
were about the same percentage of the 
mortality table at the older ages as at 
the younger ones. 


Mortality Savings at Younger Ages 


The experience at the older ages 
comes much closer to the mortality table 
than at the younger ages, at which the 
table is much too high. Hence the savy- 
ings on mortality during the earlier 
policy years are so great that the higher 
return on the increased reserve during 


the later years would not be sufficient 
to balance this during the later years 
it a theoretically accurate scale were 


followed. 

Such a theoretical scale would prob- 
ably be almost level, paying the same 
dividend at practically all ages and 
might even show a decrease in the later 
years of the policy. Whether it would 
be desirable to operate on such a scale 
questionable, even if the present 
method were not so firmly intrenched 
with the public, the field, and the home 
office. 


Is 


Effect of Expense Element 


A factor which should not be over- 
looked is the difference in overhead and 
acquisition cost which, on a per annum 
basis, naturally less for the policy 
which has been in force for the longer 
period. 

Analysis of the Mutual Benefit’s com- 
parative figures on its present scale and 
its 1932 scale in which reductions are 
made show evidence of bringing the 
scale more into conformity with actual 
mortality experience at the older ages. 

Most of the mortality rise which most 
companies have been experiencing in the 
last decade has been among policyhold- 
ers of middle age and upward, which has 
increased the discrepancy between the 
respective mortality ratios of the older 
and younger ages. 


is 
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p itt Should pein His 
Field of Influence—Coler 


AGENCY ANALYSIS IS NEEDED 





A. L. C. Secretary Tells Chicago Actu- 
arial Club How to Be More 
Useful to Business 





The field of usefulness of an actuary 
may be greatly extended by imaginative 
application of the exact knowledge of 
that department of the business to vir- 
tually all departments of life insurance, 
Wendell P. Coler, secretary and actuary 
American Life Convention, told mem- 
bers of the Chicago Actuarial Club. 

The actuary, according to Mr. Coler, 
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may assist in the investment, legislative 
and agency fields. He can devote his 
attention to the problem of conservation 
and agency and home office costs. 
Occasionally he should develop a new 
policy form. He should analyze what 
class of person is buying insurance and 
what type of insurance is likely to be 
more or less popular as economic con- 
ditions shift. 
Investment Situation 


As to the application of the analytical 
power of the actuary to the investment 
situation, Mr. Coler suggested that the 
actuary should discover whether the 
company’s holdings are properly diver- 
sified and whether there is adequate in- 
vestigation before purchase of securities. 
He should assist in developing a plan 
which may lead to the repayment of 
policy loans. 

The actuary, according to Mr. Coler, 
should take an interest in legislation. 
He should know the laws of his state 
and should be personally acquainted 
with the personnel of the state insur- 
ance department. He _ should follow 
legislation. ; 

The actuary can assist in the training 
of agents by addressing meetings, by 
giving them something of an insight 
into actuarial philosophy. 

There is much interest in the problem 
of how long to retain unproductive 
agents. A yard stick should be devel- 
oved fer the use of the agency depart- 
ment in this situation. The actuary can | 
analyze why a certain agency or a cer- 
tain plant is not developing business. 


New Policy Form 





Research is important, particularly 
that broad sort of research which studies 
the public. Mr. Coler said that occa- 
sionally an actuary should get out a new 
policy form because that always creates 
confidence among the agents. He can 
call attention to the new uses for old 
policies, suggesting possibly the combi- 
nation of a term policy with a long term 
endowment. He should be familiar with 
the business cycle and suggest to the 
agents from time to time that they 
change their manner of attack. For in- 
stance, Mr. Coler observed the belief of 
some critics that at present there is a 
swing toward higher premium forms, a 
demand for investment insurance and 
more single premium business. Annui- 
ties are being sold. 

Mr. Coler mentioned with commenda- 
tion the work of the Lincoln National 
and the Old Line Life of Milwaukee in 
analyzing what class of persons are buy- 
ing insurance. The changing distribu- 
tion of population and its effect on life 
insurance should be watched. Immigra- 
tion is greatly restricted and Mr. Coler 
concurs in the theory that the country 
is approaching a stationary population, 
affecting the age distribution. 

The actuary should keep abreast of 
the times by reading insurance journals, 
general business papers, reviewing the 
proceedings of the American Life Con- 
vention, the Life Presidents Association. 
the Insurance Commissioners Conven- 
tion and the National Association of 
Life Underwriters. 














CYRUS K, 


DREW 
Editor Western Underwriter 


issue of the “Western Un- 
will appear in July under the 
editorship of Cyrus K. Drew. The new 
paper is a consolidation of the “Pacific 
Underwriter” and the “Insurance Re- 
port.” It will serve particularly the Pa- 
cific Coast and Rocky Mountain fields. 
Mr. Drew is well known to insurance 
men ee the country, iste 


The first 
derwriter” 





BLAND 
Business Manager 


FRANK W. 


been for many years editor of the “In- 
surance Report.” 

The business manager of the “West- 
ern Underwriter” is Frank W. Bland, 
who has represented THE NATIONAL 
UNDERWRITER in the far west for several 
years. Ownership of the “Western Un- 
derwriter” is shared by Mr. Drew and 
THE NATIONAL UNDERWRITER, 











Siiies a eae Modified 


Lincoln National Lif Life Simplifies Its 
Project for Increasing Its Capital 
and Surplus 


The directors of the Lincoln National 
Life have modified and simplified the 
plan for increasing its capital. Under 
the amended resolution the capital is to 
be increased from $2,500,000 to $3,000,- 
000 by issuing 50,000 additional shares 
at a par value of $10 each. The directors 
are authorized to solicit waivers from 
present policyholders but where a waiver 
is not received stockholders must pay 
the minimum price fixed by the board 
which will not be less than $50 a share. 
The original plan will be followed out 
to have the shares marketed through 
some investment house so as to get a 
wider distribution. Approximately 70 
percent of the present stock of the Lin- 
coln National is owned in Ft. Wayne. 
The directors feel that a more extended 
ownership so far as locality is concerned 
would be advisable. 


Order “Monthly Income Insurance and 
How to Write It,” by Harry oy ta 
from The National Underwriter. $2.0 





Stimulates Interest 


by Book-a-Month Club 





The Pan-American Life is stim- 
ulating much interest in its “Book- 
a-Month Club.” It requires paid 
for business of $15,000 to qualify 
for the “Book-a-Month Club,” and 
then the company sends the per- 
son qualifying a book on life in- 
surance, salesmanship or some 
inspirational subject that ‘will be 
of interest. In a number of cases 
The National Underwriter has 
provided general agents or com- 
panies with life insurance books 
as prizes for a single month. The 
Pan-American Life is making this 
a continuous proposition so that 
its men can build up a real insur- 
ance library. 














Robbins Quits Union Labor 


Well Known Actuary Resigns to 
Become an Official of the Teachers 
Insurance & Annuity 


Dr. J. W. Glover, president of the 
Teachers Insurance & Annuity of New 
York City, announces that Dr. R. B. 


Robbins has been appointed secretary 
and actuary for annuities. At present 
Dr. Robbins is vice president-actuary of 
the Union Labor Life, which position he 
has held since the company began doing 
business in 1927. He hails from Indi- 
ana, having received his A. B. degree 
at Indiana University in 1909. He 
studied at Harvard, where he received 
the degree of Ph.D. in 1914. After 
teaching three years at Sheffield Scien- 
tific School, Yale, Dr. Robbins went to 
the University of Michigan, where he 
taught insurance and statistical mathe- 
matics from 1917 to 1920 and again in 
1922-23. He served as assistant actuary 
for the New York insurance department 
in 1921 and from 1923 to 1927 when he 
went with the Union Labor Life. 

Dr. Robbins will continue the work of 
investigation of old age retirement funds 
which has been carried on for years by 
the Teachers and the Carnegie Founda- 
tion and published as a part of the 
annual report of the president of the 
Carnegie Foundation. He has given 
considerable attention to pension prob- 
lems both in his work while connected 
with the New York department and 
later through investigations leading to 
papers recently published in the “Trans- 
actions” of the Actuarial Society of 
America and the “Record” of the Ameri- 
can Institute of Actuaries. 


Green Shifted to Seattle 


SEATTLE, June —. ability call- 
ing him to a larger field, R. Green, 
general agent of the yoo ‘Lifel as Salt 
Lake City, has been appointed general 
agent here. He joined the Aetna Life 
in 1922 at the age/ of 25 and as an agent 
scored an immediate and noteworthy 
success in personal production, first at 
Pittsburgh, and a short time later at 
Los Angeles. He was made a supervisor 
at Los Angeles in 1926. 





Special emai with ae 


Premium Placed in Chicago 
CARRIES CHECK FOR $420,000 


Million Dollar Producer of Sam Lust- 
garten Agency of Equitable of 
New York Closes Deal 


One of the biggest refund annuities 
ever sold in Chicago has just been placed 
by Harry Steiner, “millionaire” producer 
of the Sam Lustgarten agency of the 
Equitable Life of New York there. Mr. 
Steiner has just received a check for 
$420,000 in payment of the premium on 
this special refund annuity and receives 
credit for a million dollar case, under 
the Equitable system, so that his total 
business for May was $1,026,000. 

Mr. Steiner had spent only two weeks 
on the case and has known the person 
who bought the annuity only that length 
of time. He encountered considerable 
competition, and it is interesting to 
know that he was asked by the prospect 
to carry on all negotiations with a firm 
of attorneys who asked 12 searching 
questions as to the financial affairs of 
the Equitable Life. 

They wanted to know such things as 
amount of mortgages and farm loans, 
amount of foreclosures and average re- 
turn, net income, etc. It is said the case 
was won on the showing which the 
Equitable made on these points, in spite 
of the fact that one general agent made 
a flying trip east to get a special dis- 
pensation from his company which re- 
cently had discontinued writing this in- 
vestment form. 

It is understood that with the issu- 
ance of this large contract the Equitable 
will discontinue writing the form also. 

Mr. Steiner has been in life insurance 
only four years and is said to have been 
a million dollar producer from the first. 
He created a sensation in the Equitable 
organization Dec. 31, 1930, by paying 
for $427,000 on the last day of the year 
to raise his paid total over $1,000,000. 


Group Sales Conference of 
Equitable Life of New York 


The group supervisors sales confer- 
ence of the Equitable Life of New York 
was held at Rye, N. Y., this week. W. 
J. Graham, vice-president, extended the 
greeting. E. J. Murphy, sales super- 
visor, presided at the business session. 
At the banquet the speaker was presi- 
dent Parkinson. Among the speakers 
were J. Boldt, superintendent; G. P. 
Hamilton, director, and M. E. Horelick, 
assistant director group annuities; G. A. 
Bottom, accident and health supervisor; 
V. S. Welch, group supervisor; M 
Davis, group underwriter; H. C. Kranz, 
regional group supervisor; Roy R. Hale, 
superintendent southern depart- 


agency 
ment; H. B. Kelly, regional group sup- 
ervisor; W. M. Rothaermel of Chicago, 
agency superintendent central depart- 
ment; C. J. Ward, assistant sales super- 
visor; L. W. Klingman, manager salary 
savings department, and E. D. White, 


regional group supervisor. 

In addition to President Parkinson 
and Vice-president Graham there were 
present from the home office, Vice-presi- 


dents F. L. Jones, W. W. Klingman, A. 
G. Borden, L. O. Fisher and W. B. 
Parsons, Secretary Alexander and Ex- 


ecutive Assistant C. E. Thayer. 


Group Life Bill Killed 

The bill sponsored by Superintendent 
Greer of Alabama defining and regulat- 
ing group life insurance was decisively 
defeated. The principal objections to 
the measure were that it permitted 
group insurance only in cases where the 
employer paid all or part of the pre- 
mium; that it barred labor unions, mili- 
tary organizations, borrowers of money; 
and that it‘ eliminated the infantile table. 
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gue Costs anil Relation 
to General Agency Profits 





STUDY OF RESEARCH BUREAU 


Results of a Five-Year Investigation 
Based on a Detailed Observation 
by Experts 


On June 15, the Life Insurance Saies 
Research Bureau will publish the re- 


sults of a five-year investigation en- 
titled “Agency Costs and Their Rela- 
tion to General Agency Profits. The 


report is designed solely for companies 
operating on the general agency plan. 
A similar study of branch office opera- 
tion is now being started. 

The report is based upon a detailed 
study of over 50 representative general 
each of which was visited per- 
a trained investigator from 
the Bureau. These visits lasted from 
two to four days, during which time 
was spent in obtaining a complete rec- 
ord of the financial experience of each 
agency, after which the situation in gen- 
eral was studied in order that the fig- 
ures might be given the proper inter- 
pretation. 

Volume Fallacy Shown 


agencies, 
sonally by 


Early in the investigation the fallacy 
of depending upon volume of business 
written as the sole indication of a prof- 
exploded, 


itable agency structure was 

since a given amount of business was 
found to be “worth” $8,060 in one 
agency and a net loss of $1,802 in an- 
other. As a matter of fact, the bureau 


report shows the quality of business and 
the costs of handling business rank 
equally with volume as an indication of 
the value of the business of an agency. 
No general agent can succeed who does 
not, by intention or by accident, take 
this fact into consideration. 
Financial Operations Complicated 


The financial operation of a general 
agency is considerably more compli- 
cated than other lines of business where 
inventories can be taken at frequent in- 
tervals. Under a general agency con- 
tract, the seemingly unimportant acts 


of today persist for many years mak- 
ing it impossible to evaluate business 
by ordinary methods. The bureau 


hopes to remove much of the doubt and 
mystery surrounding the business as- 
pects of agency building by the clarity 
of its exposition of the principles in- 
volved. 

The report covers over 40 pages de- 
voted to (1) General agency costs and 
(2) General agency profits. The prin- 
ciples which determine costs are clearly 
described, unit costs and classifications 
of agency expense are explained. The 
second section of the report includes a 
thorough analysis of the profit possibil- 
ities under a general agency contract, 
the effect of varying factors upon profit, 
and how to calculate profit. 


Rhoades Is Superintendent 


J. B. Rhoades has been promoted to 
superintendent of claims for the Pacific 
Mutual Life, following the recent death 
of G. H. Gregg, assistant secretary and 
superintendent of claims. Mr. Rhoades 
has been a claim representative in the 
home office since March, 1917, when he 
went to the Pacific Mutual from Chi- 
cago, where he had been engaged in 
claim work for an eastern company. He 
was promoted to assistant superintend- 
ent of claims late in 1930. 


Stanberry Is Honored 


L. L. Stanberry, manager of the 
Scranton, Pa., office of the Travelers, 
was tendered a dinner by his staff on 
the occasion of his appointment as man- 
ager of the branch at Rochester. Emil 
Zenke of Kingston, Pa., assistant man- 
ager, has been named Mr. Stanberry’s 
successor. 
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New Conception Is Needed 
for Selling Life Insurance 





Speaking before all the Chicago life in- 
surance forces of the Travelers at a lunch- 
eon Monday, Superintendent of Agents 
J. O. Hoover told of the necessity of 
salesmen revamping their conception of 
life insurance to meet the needs of the 
times. Mr. Hoover spoke of three dis- 
tinct periods since he left Chicago 14 
years ago when he was special agent in 
the life department, to take his home 
office pomeee. The years between 1917 
and 1925 brought plenty of money to 
the conaien. Life insurance had received 
a great impetus because of i 
given to war insurance. It was a time 
of tremendous production. It was a 
buying period. People were anxious to 
get insurance. 


Insurance Sales Stimulated 


publicity | 


; Secure 


actually know the needs for life insur- 
ance and he should be able to apply life 
insurance contracts to them. Shoe 
leather, he said, is not so great a factor 
in life insurance soliciting at present as 
it was in the past. Today life insurance 
selling requires mental rather than phys- 
ical effort. There are sales opportunities 
and they must be grasped. The intelli- 
gent, alert, well equipped life insurance 
man can take advantage of the day. 
Life Insurance Is an Investment 


Mr. Hoover said there is far more in- 
terest at this time in life insurance as a 
investment. Employment condi- 


| tions can be used to emphasize the need 


} ment. 


The second period came from 1925 to | 


1929 inclusive. During that time life in- 
surance was more difficult to sell. It 
was necessary to stimulate the agency 
forces. Special policies were devised. 
Drives and contests were arranged, 
there was a liberalization of policy 
forms, the disability clause was empha- 
sized and made more attractive. Non- 
medical policies were brought out. All 
these activities were invoked to over- 
come sales resistance that had mani- 
fested itself. Mr. Hoover said that this 
might be called a stimulated buying 
period. Underwriting was extended in a 
way that 


of life insurance to take care of old age 
or to meet the demand of unemploy- 
It is an attractive investment in 
a day of wild and uncertain fluctuation 
of securities. Mr. Hoover said that the 
man who owns a business or property 


| dares not die at present or his holdings 


| them 


suffer great sacrifice unless he has 

bolstered by life insurance. He 
declared that life insurance furnishes a 
more satisfactory answer to the present 


will 


| day financial problem than any other 
| factor. 
Dudley Presided at Luncheon 


later brought embarrassment. | 


During this time actual sales ability was | 


not increased. 
Selling Era at Hand 


Then comes the modern time, starting 
with 1930, which he designated the sell- 
ing era. He said that this day will stay 
for a number of years. It is challenging 
the ingenuity of company officials and 
salesmen. It is presenting new problems 
and difficult ones. He 
nite, logical selling 


said that a defi- | 
campaign is needed. | 


|} vestment 
| Cheap insurance, 


Agents should know where to go to get | 


business and what to say 
This time is demanding intelligent pros- 
pecting. Every agent, he declared, must 
have a concrete plan. 
be materially improved by following old 
methods. Improved production must 
come through improved marketing plans, 
he held. 

There must be actual, creative sales 
effort. He believes in the organized 
sales talk or at least the agents should 
know an organized sales talk and adapt 
it wherever possible. The salesman must 


to prospects. | 


Production cannot | 


E. B. Dudley, Chicago manager of the 
Travelers, presided over the large lunch- 
eon. He read a letter from Vice-Presi- 
dent Howard, who stated that life insur- 
ance today is providing a permanent in- 
and a _ retirement income. 
he said, is not desired 
today. 

During June the Travelers men in 
Chicago are making a drive on prospects 
whose age changes during the month. 
The agents have furnished 25,000 names 
and the company is sending out a spe- 
cial letter to them. Mr, Dudley said that 
all industries are trying to turn the cor- 
ner this month. He does not believe 
that the buying power of the public is 
curtailed as much as is generally sup- 
posed. The money is there if it can be 
reached. People will buy if they can get 
what they want at a reasonable price. 
He called attention to the great values 
today in life insurance. He asserted that 
one can employ his money in a life in- 
surance investment that will earn greater 
income in the long run than the banks 
are paying on deposits. He urged agents 
to service their policyholders. They 
should follow up age changes and take 
cognizance of birthday anniversaries. 








einai York Life Showed 


Nice Increase for May 


NEW YORK, June 4.—An increase 
of 17% percent in insurance applied for 
in May over the same month of last year 
is reported by the New York Life. Ap- 
plications were received last month for 
$90,000,000 of new business, whereas the 
May, 1930, figure was $77,341,000. This 
is the largest volume of business ap- 
plied for since last August and exceeds 
the average of the last five months by 
more than 30 percent. 


ndianapolis Life’s Big Month 

Over 300 representatives of the India- 
napolis Life participated in the 1931 
May Manly month campaign honoring 
F. P. Manly, president. A quota of $4,- 
300,000. at the start of the campaign 
was completely wiped out. New busi- 
ness to the amount of $4,416,277 was 
secured. Each state did its share in 
bringing the special effort to a success- 
fal conclusion. 

A feature of the campaign was the 
organization of all home office employes 
into six teams—heads of departments, 
stenographers, clerks, etc. This effort 
resulted in the writing of over $250,000. 





Connecticut Mutual Life 
Campaign for New Business 


HARTFORD, June 4.—The close of 
the Connecticut Mutual Life’s campaign 
for new business in honor of President 
J. L. Loomis who returned May 29 from 
a Mediterranean cruise resulted in the 
issuance on that day of 340 policies for 
a total of $1,663,539, a one day record 
which has not been approached since 


January 1929. The drive was in the 
form of a contest between two teams 
one led by Vice-president P. M. Fraser 


and the other by Vice-president H. M. 
Holderness. The campaign began April 
15 and was closely contested through- 
out its course. 


Plan for President’s Month 


The central New Jersey agency of the 
Provident Mutual Life in New Bruns- 
wick, N. J., is holding a luncheon-meet- 
ing June 5 to make plans for “Presi- 
dent’s Month.” James Edgerton, presi- 
dent of the New Jersey Agency Associa- 
tion, will preside. The speakers will in- 
clude W. D. Cross, assistant manager of 
agencies; L. F. Paret. general agent for 
Camden and Philadelphia, and A. F. 


Gillis, in charge of northern New Jersey. 





Call to Arms Campaign Had 
Material Effect in May 


LIFE MEN ARE APPRECIATIVE 


T. M. Riehle of New York City Has 
Been Recipient of Many Messages 





of Appreciation 


NEW YORK, June 4—Telegrams 
and letters have begun to pour into the 
office of T. M. Riehle, associate man- 
ager of the Equitable Life of New York 
in New York City and chairman of the 
million dollar club round table, from 
life insurance men in appreciation of the 
effect of their May business of his “call 
to arms” campaign. Before the end of 
the month he had already received 
nearly 1,000 letters telling of the re- 
sponse his appeal had evoked. Since the 
close of the month enthusiastic reports 
of increases in business have been com- 
ing in. Mr. Riehle personally wrote well 


over $1,000,000 of new business. His 
othce led all the Equitable’s New York 
City agencies for the first time in its 


history, paying for $1,113,000 in the 
month. The success of the campaign is 
a remarkable tribute to the energy and 
ability of Mr. Riehle. The campaign 


came at a time when such an inspira- 
tion was very greatly needed. 
It is believed that country-wide re- 


sults will show an even greater relative 
improvement over May, 1930, than has 
been the case in New York City. While 
there is no way of telling definitely how 
much of the relative improvement in the 
May writings of agencies here can be 
attributed to the inspiration of the call 


to arms campaign, New York offices in 
general compare more favorably with 
their corresponding 1930 records than 


has been the case in the previous months 
of this year. 


Final Report of Master on 
International Life Is Made 


Conway Elder, former Missouri su- 
preme judge and special master in the 
International Life receivership, filed his 
final report with U. S. District Judge 
Charles Davis in St. Louis, Mo. The 
report shows that Master Elder han- 
dled $1,965,512 claims, exclusive of in- 


terest charges. He submitted transcript 
of testimony on claims amounting to 
2,223 pages, and his report proper occu- 
pied 333 typewritten pages. 

Two of the many clainis against the 
International recently were disposed of 
through compromise, one claim for 
$2,114, settled for $700, and the other 
for $37,997, based on a loan claimed to 
have been made to Roy C. Toombs, for- 
mer president, paid off for $9,000. 


Some Claims Quite Large 


Judge Elder handled 31 claims rang- 
ing from $40 to $500,000. He recom- 
mended payment of claims for $1,663,- 
667. Three claims approximating $200,- 
000, based on a mortgage obtained by 
the Missouri State Life through rein- 
surance of the International's outstand- 
ing business in 1928, were reported back 
without recommendation, to remain on 
file until such time as they can be dis- 
posed of advantageously. 

Through the reinsurance 
with the Missouri State, International 
policyholders were fully protected, and 
if the contract works out as anticipated 
by the receivers for the International 
Life and the International Company of 
St. Louis, holding company, it is be- 
lieved that stockholders of the Inter- 
national will eventually realize more 
than the stock market value of their 
holdings prior to collapse of the com- 
pany. 


contract 





Hugh D. Hart's “Life Insurance as a 
life Work” will stimulate you or that 
new agent friend of yours. Order from 
The National Underwriter. $2.00, 
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New Home Office Building 


A Complete Life 
nsurance Service 


or a Modern Age 


cD 
We Offer 


—Policies all ages, 1 day to 70 years. 

—Both Participating and Non-Participating. 
—Non-Medical—Sub-standard. 

—Disability, Dismemberment and Surgical Benefits. 
—Special Monthly Premium Payment Plan. 
—Double Indemnity. 

—Children’s Policies with Beneficiary Insurance. 


—NEW FAMILY INCOME PROTECTION 
POLICY. 


—Sales Planning and Circularizing Department. 
—Producers’ Club. 


| 





Available territory in seventeen 
~q states West of the Mississippi Be 
‘ River and in Illinois and Florida. 


WRITE DIRECT TO HOME OFFICE 





a Fe 


Central States Life 
Insurance Company 


James A. McVoy, President 


HOME OFFICE: SAINT LOUIS 








|| Ohio National Li Life to Cet 
United Life & Accident 





R. J. MERRILL HAS RESIGNED 





Cincinnati Company Secures Some $56,- 
000,000 Insurance in Making This 
Reinsurance Deal 





CINCINNATI, June 4—The an- 
nouncement in the east that the United 
Life & Accident of Concord, N. H., has 
been sold to the Ohio National Life of 
Cincinnati for $1,700,000 is stated by 
President Appleby of the latter company 
to be premature, to say the least. It is 
true that there have been some negotia- 
tions but no contract has been closed, 
and may not be. 

The United Life & Accident showed 
a small decrease in insurance in force 
last year and on Jan. 1 had $56,481,299 
insurance in force, assets $7,805,723 and 
surplus including capital of $890,409. The 
capital is $500,000. The company is on 
the modified preliminary term American 
3% percent reserve basis. It was organ- 
ized in 1913, its stock having been sold 
by mail. A voting trust of the majority 
of the stock is held by President Hollis 
and others. Some years ago the com- 
pany reinsured the Greensboro Life of 
Greensboro, N. C 

Merrill Is First Vice-President 


R. J. Merrill, former insurance com- 
missioner of New Hampshire, is first 
vice-president and secretary and E. E. 
Reed is second vice-president and 
agency director. The United Life & 
Accident was one of the first companies 
to write a combination life and accident 
policy, without health insurance. It has 
been conservatively managed and oper- 
ates in Connecticut, District of Colum- 
bia, Delaware, Kansas, Maryland, Maine, 
Massachusetts, Michigan, Missouri, New 


Hampshire, New Jersey, North Caro- 
lina, Ohio, Pennsylvania, Rhode Island, 
South Carolina, Vermont and West 
Virginia. 





Recently the Ohio National reinsured 
the American Old Line Life of Chicago 
and prior to that the Toledo Travelers 
Life. 

R_ J. MERRILL HAS RESIGNED 


CONCORD, N. H., June 4.—An- 
nouncement that the United Life & Ac- 
cident chartered in this state in 1911 
would be sold to the Ohio National Life 
was made by R. J. Merrill, vice-presi- 
dent and secretary. The sale price is 
understood to have been $1,700,000. 

The directors voted, 7 to 6, to author- 
ize the sale. Mr. Merrill opposed the 
sale, he stated publicly, and tendered his 
resignation immediately the vote of the 
directors was made known. The action 
of the directors will have to be ratified 
by the stockholders and a special meet- 
ing will be called for that purpose. It is 
understood two other companies were 
negotiating for the United Life & Acci- 
dent. 

The company employs about 75 per- 
sons at the home office with a payroll 
of some $100,000 annually. Offices will 
be maintained in Concord under the 
present arrangement until about Sept. 1, 
after which it is expected the new com- 
pany will maintain a small force of some 
20 in Concord. 

The United Life & Accident is solvent 
and has over $7,000,000 of assets. 


Would Require Statements 


A bill has been introduced in the Ala- 
bama senate requiring all insurance 
companies doing business in Alabama 
to publish in some newspaper annually a 
financial. statement. The bill did not 
receive much favor with the senate in- 
surance committee last week as it was 
passed over indefinitely. The sentiment 
seems to be that it will entail too much 
additional unnecessary expense on the 
companies. 
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Reelected 











WENDELL M. STRONG 


W. M. Strong, associate actuary of 
the Mutual Life of New York, has been 
reelected president of the Actuarial So- 
ciety of America, one of the most dis- 

tinguished organizations in the business. 
Mr. Strong is a Yale man, class of ’93, 
and took his master’s degree at Cor- 
nell. He is a native of Indianapolis. 
He entered the actuarial department of 
the Mutual Life in 1900. 


a @ of Dest ; Contificstes 
in Court Discussed by Kacy 





H. W. Kacy, general counsel Acacia 
Mutual Life, discussed the “Establish- 
ment of cause of death by introduction 
of certificates issued by bureaus of vital 
statistics” at the White Sulphur Springs 
meeting of the Association of Life In- 
surance Counsel. He said records of 
births, deaths, and marriages, when 
properly kept as required by law, have 
been recognized from time immemorial 
as public records, and, as such, admis- 
sible in evidence for certain purposes. 
There has been much legislation with 
regard to admissibility of vital records, 
such as those of birth, marriage and 
death, and these acts will in the course 
of time eliminate uncertainty from most 
parts of the field. However, this legisla- 
tion is far from uniform, Mr. Kacy said. 
He said there is pending in the Penn- 
sylvania legislature a measure providing 
that certified copies of death certificates 
shall not be prima facie evidence of cause 
of death. “In my opinion, the legisla- 
ture in providing for such certificates 
and making them prima facie evidence 
of the facts stated therein, when the 
facts stated conform to the statute, 
makes a wise and proper exercise of the 
police power of the state and should not 
be interfered with by the courts.” Mr. 

Kacy concluded. 
a 


German Cases Thrown Out 
PORTLAND, ORE., June 4.—The 


United States circuit court of appeals 
here upheld the decision of the federal 
district court in the case of Heine vs. 
New York Life that American courts 
had no jurisdiction over cases involving 
policies issued in Germany by American 
life companies. 

The decision was regarded as a test 
case effecting some 28,000 similar cases 
involving policies written in Germany 
and specifying payment of insurance in 
German marks. The old marks are of 
course practically worthless and 600 
cases were filed in Oregon for the pur- 
pose of securing payment in American 
money. The court of appeals upheld the 
lower court’s decision that the cases 
must be tried in Germany. 
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Henry Moir Finds Aviation 
Hazards Have Been Reduced 


SOME STATISTICS ARE GIVEN 


Danger to Pilots in Flight Is Much 
Greater Than in Case of Pas- 
sengers 


MINNEAPOLIS, June 4.—The haz- 
ards of aviation have been reduced to a 
point where it may be accepted by life 
companies as an ordinary risk, Henry 
Moir of New York, president of the 
United States Life and head of the In- 
surance Institute of America, said in an 
address before the Insurance Club of 
Minneapolis. 

He pointed out that last year the net 
cost per passenger flight was only about 
six cents on $1,000 life insurance in con- 
trast with several times that amount two 
years ago. In New York, he said, com- 
panies permit five to ten flights a year 
without extra premium charge. 


Development of Aviation 


In tracing the development of aviation 
in the United States, Mr. Moir showed 
that in 1927 there were 9,000 scheduled 
flights. Next year the total jumped to 
59,000 and in 1929 the figure reached 
180,000. Last year the total mounted to 
400,000, he said, and predicted that this 
vear's figure will exceed the million 
mark. 

While the passenger hazard is ex- 
tremely low that of the pilot is com- 
paratively high, Mr. Moir said, the death 
rate running from 23 to 30 per thou- 
sand. A heavy mortality rate is revealed 
among pilots of pleasure planes, the 
speaker pointed out, showing that 41 
pilots and 134 passengers were killed 
last year. He attributed this fact to the 
prevalence of unlicensed aviators pilot- 
ing pleasure craft. The student aviator 
is also a heavy risk, Mr. Moir said. 


Improvement Is Noted 


He indicated an improvement among 
the army and navy fliers. Last year the 
mortality rate among army fliers was 
23 per thousand and 16 among the navy 
pilots, which the speaker considered as 
the most favorable of any preceding 
year. The mortalitv rate of the marine 
fliers, however, was 47 per thousand, due 
to the wide range of flights over un- 
charted courses in various parts of the 
world. 

Mr. Moir pointed out that of 136 acci- 
dents analyzed last vear only 16 were 
caused by structural defects, six by 
faulty motors, six by collision and 65 as 
a result of spins and storms. The 
speaker attributed the hazard decrease 
to increased stability and standardization 
of planes; introduction of regular air 
routes, provided with beacons, definite 
lines of travel and adequate landing 
helds; laws requiring flights at an alti- 
tude of at least 500 feet and the fur- 
nishing of weather forecasts. 

Mr. Moir is here to attend the Amer- 
ican Institute of Actuaries meeting. 


Cleveland Meet June 10-12 


for Insurance Librarians 


NEW YORK, June 4.—When the 
insurance group of the Special Libra- 
ries Association meets in Cleveland, 
June 10-12, it will have an interesting 
agenda. A general discussion of a pam- 
phlet on the insurance library will fol- 
low the reading of a paper by D. N. 
Handy, librarian of the Insurance Li- 
brary Association of Boston. Miss M. 
B. Pressman, librarian of the National 
Bureau of Casualty & Surety Under- 
writers, will lead a discussion on the 
“Life of Casualty Insurance Books,” 
while fire insurance books will be re- 
viewed by Miss A. G. Glover, assist- 
ant librarian of the Insurance Library 
of Boston; Miss A. F. Fitzgerald, libra- 
rian of the National Life of Vermont, 
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Bratton Joins Daly 
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vV ILLINOIS 
vV INDIANA 
VIOWA 

vV MISSOURI 
v¥ NEBRASKA 


DVANTAGES of a sound MUTUAL com- 
pany, liberal contracts and effective co- 
operation are available to capable men who can 
qualify as general agents, agency managers and 
field representatives in several important cities 
and towns of these states. Central Life is par- 
ticularly suited to younger men, for it is thor- 
oughly a “young men’s” organization. 


Real Opportunities 
Await Capable Men 


Central Life 


Assurance Society 


(MUTUAL) 


T. C. DENNY, President 
Des Moines lowa 




















If a future with such 
a company appeals to 
you, write Pearce H. 
Young, Superintendent 
of Agencies, about your- 
self for the purpose of 
arranging a _ personal 
interview. 
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BE PROUD OF THIS! 


Life insurance men and women can 
well be proud of their calling after 
a perusal of the records during the 
past two years, as the following ex- 
emplifies: 


Without exception claims 
have been met regardless of 
general business conditions, 
proving beyond question 
the stability of life insur- 
ance. 


And it would be difficult to 
compute the great benefits 
wrought through the distri- 
bution of these many mil- 
lions of dollars. 
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Insurance Company of America 
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EDWARD D. DUFFIELD, President 





Home Office - Newark, New Jersey 














Uses Endowment Policy 
to Finance Orphans’ Home 





KANSAS CITY, MO., June 4.—V. 
W. Wiedemann, manager for the Sun 
Life, reports the sale of a $1,000,000 10- 
year endowment policy to the Buckner 


orphans’ home in Dallas. The deal was 
arranged by John L. Boggs, Dallas 
agent, and in Kansas City it was 


handled by W. H. Butler of the Sun 
agency here. The Sun does not do busi- 
ness in Texas. 

J. G. Hardin, oil man of Burkburnett, 
Tex., made a large cash gift to the 
Buckner home some time ago, with the 
stipulation that the major part of the 
gift was to be tied up in insurance with 
an endowment contract. Representa- 
tives of the orphanage paid all the pre- 
miums of the 10-year life of the policy 
in advance. A check for $759,000 was 
paid May 16 to the Sun Life. 

At the end of the ten-year period the 
endowment will be about $1,221,000, ac- 
cording to Mr. Wiedemann. Then that 
endowment will be left in trust with the 


Sun 25 years, during which time the 
orphanage will receive approximately 
$65,000 a year in interest. Following 


the trust period the endowment will pass 
to the orphanage. 


SUIT OVER COMMISSION 


DALLAS, June 4—I. E. Harwell 
of Wichita Falls has filed suit here 
against John L. Boggs, seeking 50 per- 
cent of the commission on the Hardin 
case, approximating $75,000, and was 
granted a temporary injunction restrain- 
ing Boggs from withdrawing any of the 
commissions pending the trial of the 
case. Harwell claims he entered into a 
contract with Boggs under which he was 
promised 50 percent of commissions on 
policies taken out by Hardin. 


The Veterans National Life, an assess- 
ment fraternal, has been organized in 
Columbus, O., to write life insurance on 
veterans of wars. Officers are E. L. Tay- 
lor, president; J. P. Edwards, vice-presi- 
dent; R. H. Myers, secretary, and James 
F. Hurd, treasurer. The company has 
been licensed in Ohio 


“Life Insurance Selling for Beginners” 
was written expressly to give the be- 
view of the life in- 


ginner a bird's-eye 

surance business and his work as an 
agent. Price, $1. Order from The Na- 
tional Underwriter. 
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A NATIONAL | Budgetary Control 


Scovell, Wellington 
and Company 


ACCOUNTANTS—ENGINEERS 
10 East 40th Street, New York 


Insurance Audits 
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Come to the 


GREAT REPUBLIC LIFE 


and Double Your Production by 
Writing Its Wonderful New 
Select Risk Life Expectancy Policy 


_ Guaranteed Low Cost with many attractive features, including Dis- 
ability, Double Indemnity, Loss of Members and Beneficiary Insurance. 


Maximum Protection for Minimum Deposit. Full coverage for the 
active years of life with extremely liberal conversion privileges. 


Liberal first year and renewal commissions paid to experienced life 
underwriters. 


For full information concerning an agency connection communicate with 


W. H. SAVAGE, Vice-President 
1300 Great Republic Life Building 











Wendell Coler Gives 
Valuable Suggestions 

















WENDELL P. COLER 


Wendell P. Coler, secretary and actu- 
ary of the American Life Convention at 
St. Louis, has contributed to life insur- 
ance during the last two weeks some 
valuable thoughts and has given some 
observations on present conditions that 
have attracted wide attention. He first 
appeared before the General Agents & 
Managers Association of St. Louis and 
last Thursday night spoke before the 
Chicago Actuarial Club. Mr. Coler is 
gifted with a resourceful and alert mind. 
His contributions are always worth 
while. 








Double Indemnity Suicide 
Hazard Shown in Nebraska 





The Nebraska supreme court has fur- 
nished prompt proof of the statement 
made by Dr. J. B. Nichols, medical di- 
rector of the Acacia Mutual Life, to the 
medical section of the American Life 
Convention, that suicide may so easily 
be made to resemble an accident as to 
result in increased losses. Katie Pfeifer 
sued the Mutual Life of New York in 
Boyd county, Neb., for $2,000 double 
indemnity on the life of her husband, 
run down by an automobile on a public 
highway. A generous jury accepted the 
wife’s theory that Pfeifer was trying to 
flag the machine and fell in front of it, 
although the weight of testimony indi- 
cated that the man, in a fit of mental 
aberration, deliberately threw himself in 
the road. In affirming the verdict the 
supreme court says that the jury is 
judge of the facts and that its findings 
are conclusive on the reviewing court. 











men integrity, ability and coura) 
the facts of life insurance service 


opport 
and Double Indemnity Benefits. 








service and personal 








LOS ANGELES, CALIF. 





THE FORMULA OF SUCCESS 


IFE INSURANCE can be explained in plain, everyday language. 
The facts can be simply stated. People need to be told about life 
insurance by one who knows life insurance and its adaptability. Sales- 
who will work systematically and plainly state 
be Masters of their craft and successful. 


Tas Murtvat Lire or New York, with its long history of increasing success, offers 

unity. It writes Annuities and all Standard forms of life ins 
It has mgny practices to broaden ahd expedite service 
for Field Representatives and for Policyholders. 


Those oe engaging in life insurance field work as a career of broad 
ee are invited to apply to 


rance. Disability 


The Mutual Life Insurance Company 


of New York 
34 Nassau Street New York, N. Y. 
DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President and 


Manager of Agencies 
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New Home Office Building 
of American Central Open 


FIELD CLUB MEETS THERE 


Ceremonies and Agents’ Convention In- 
augurate Fine Structure of Indian- 
apolis Life Company 


Formal opening of the handsome new 
home office building in Indianapolis of 
the American Central Life June 1 was 
marked by the annual convention of the 
company’s “Field Club,” composed of 
leaders in production and persistency of 
business, augmented by winners in the 
“On to Indianapolis” contest conducted 
since the first of the year. Saturday 
some 60 agents, their wives and other 
guests attended the 500-mile automobile 
race at the speedway. 


Sunday afternoon the home office 
building, a beautiful structure, ideally 
situated on Fall Creek Parkway at 


Meridian street, was opened to the pub- 
lic. In the evening a three-act comedy, 
“Applesauce,” was given by the em- 
ployes’ association in the auditorium, a 
performance well acted and highly en- 
joyed by the audience. 

President Woollen Speaks 


President H. M. Woollen at the open- 
ing business session Monday extended 
welcome and gave appreciation for the 
achievements of the agency force. The 
theme was “Net Results—The Mark of 
True Progress.” F. M. Fisher, agency 
superintendent, took the chair and pre- 
sided. 

H. W. Buttolph, secretary and actu- 
ary, speaking on “Net Results—An 
Ideal Perpetuated Throughout American 
Central History,” said the company has 
a record, year after year, of an increase 
in insurance in force, an increase in as- 
sets, an increase in service rendered to 


policyholders. He referred to the sta- 
bility and continuity of home office 
personnel and praised the admunistra- 


tion of President Woollen, who has held 
the office for almost 19 years. 

During this time the company’s pre- 
mium income has increased three and a 
half times, its total income four times 
and payments to policyholders in 1930 
were seven times those of his first vear. 
Insurance written in 1930 was four times 
that written the first year he was presi- 
dent, insurance in force has increased 
seven times and assets five times 


Declinations Are Reduced 


M. W. Lammers, of the Indianapolis 
agency force, spoke on “Net Results— 
The Outcome of Sound Training.” He 
outlined specific forms of help provided 
for agents, mentioning the system of 
handling applications by which declina- 
tions were reduced last year to less than 
6% percent, and also the reinsurance de- 
partment. 

M. B. 
Service,” 
the new 


“Research and Review 
“Motivation,” said 
home office for many years 
would be a great motivating influence 
in work of American Central forces. He 
Said it is important that life underwrit- 
ers have a life program. He named eight 
specific helps for creating motivation: 
Vision, love for home folks, financial re- 
turn, determination, regular production, 
painting pictures for the prospect, cour- 
age, love for mankind. Three factors 
for success, he stated, are: “Being in 
tune with the Infinite, setting up a pro- 
gram that will satisfy at every point and 
putting first things first.” 
Mock Trial of Agent 


The morning session closed with a 
mock trial, in which characters were im- 
personated by agents drawn from the 
audience. The defendant, P. H. Roach, 
Was tried on the charge of “improperly 
selling life insurance.” Other characters 
were: Judge, W. H. Draper; prosecuting 
attorney, H. C. McCoy; attorney for de- 


Oakes, 


talking on 


Parmlee. The audience 
and voted “guilty.” 

The afternoon session opened with a 
selling contest in which E. W.’ Pfaffen- 
berger won first prize. In an address 
on “Life Insurance Thrift Sown in 
Childhood,” H. W. Rice, Illinois field 
superintendent, described the uses of 
life insurance as applied to needs of 
children. 

Walter Cluff, 


was the jury 


educational director 
Kansas City Life, spoke on “The Sales- 
man Alert.” He gave results from a 
cross section of the experience of a 
group of agents located at points across 


the country based on 39,029 hours of 
work. Calls numbering 34,789 were 
made, 16,613 interviews obtained, and 


2,069 applications written for $5,445,000. 
From this he drew averages that might 
be regarded as attainable by average 
workers. 


Value of Having 


W. E. Mullins, of Kansas City, spoke 
on “What It Has Done for Me.” He 
said that since going with the American 
Central in 1915, he had always had in 
mind an objective, such as membership 


Objective 


in the $100,000 Club, then the Quarter 
Miilion Club, the Field Club and the 
President's Trophy. 

M. C. Jones, assistant secretary, de- 


scribed a new policy, the “Guaranty Life 





LIFE INSURANCE EDITION 


Income Contract,” which becomes an 
annuity at 65, with the option of making 
the beneficiary a joint annuitant. Pro- 
visions for liberal settlements are also 
made in event the holder dies before the 
policy matures as an annuity, and for 
loan values. 


Ofer Special Inducement 


J. J. Conner, agency department, an- 
nounced particulars under which ten 
field men will be selected to atiend the 
annual meeting of the National Associa- 


tion of Life Underwriters at Pittsburgh 
in September. 

B. Bryan, president Field Club, 
spoke. He is connected with the First 


National Bank, Bryan, Tex. 

Claris Adams, vice-president American 
Life of Detroit, gave an eloquent ad- 
dress in the evening, eulogizing the in- 
dustry and vision that had built the 
American Central. The banquet was 
followed by dancing. The Success of the 
convention was the result, in no small 
part, of much of the detail planning by 
E. C, Rassmann, publicity manager. 

“America’s 
late Edward A 
noney value of 
culated, and 


Human Wealth,” by the 
Woods, shows how the 
human life may be cal- 
how, with an understand- 
ing of life values, more life insurance 
can be sold. Price, $2. Order from The 
National Underwriter. 











fendant, C. A. Sumner; clerk, H. L. 
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Mead Clarifies His View 


on Underwriting Matters 





The drawing of a wrong inference 
from his paper on “Underwriting” read 
before the Home Office Life Underwrit- 
ers Association at Hartford recently, 
has caused F, B. Mead, executive vice- 
president Lincoln National Life, to ad- 
dress a letter to Dr. C. B. Piper, medical 
director Guardian Life of New York 
and chairman medical section, American 
Life Convention. 

Mr. Mead refers to Dr. Piper's com- 
ment on his paper at the medical sec- 
tion’s meeting. He wrote in part: 

“After many years’ study and 
rience in this field, I am firmly con- 
vinced that underwriting, or the selec- 
tion of risks, or whatever it may be 
called, has never been viewed by man- 
agement with its true importance and 
consequently the companies today are 
experiencing an increased mortality, al- 
though of course a portion of the in- 
creased mortality is due to present 
financial conditions. 


expe- 


Termed Major Function 

talk which I recently 
executive of fine ex- 
told me that he did not 


¥ fact, in a 
ad with an able 
perience, he 






































Serurity Lite Insurance Company 


Executive Offices + 


merit is recognized. 


OF AMERICA 


One Thirty Four North LaSalle Street + 





SUCCEED with SECURITY! 


For twenty-nine years hundreds of aggressive 
fieldmen have found our General Agency 
and District Manager's contracts the keynote 
of assured success for them... they know why 
a Security Contract means contact where 


S OVER ONE HUNDRED THIRTY-THREE MILLIONS IN FORCE 
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consider underwriting a major executive 


as management has been at fault in not 


function but the major executive func- | recognizing the importat ice of under- 
tion. Now, the point is that that execu-| writing activities and who, as a conse- 
tive may be a doctor, a layman or an/| quence, has not delegated these activi- 


comes under 
he should 


actuary, but whether he 
any one of these three classes, 


ties to a leader qualified in every respect. 


Leader Needs Authority 


be of executive timber. I therefore re- — ; hould 1 ‘ 
- - gret that you are reported as jumping| . his leader should be del legated wi 
AE bey , : full authority by management and he in 
oO e uaran 1re 1S oun to the conclusion that the chief under- ee. 
shat ‘ turn should know how to organize and 
writing executive might not be a med- in turn delegate authority and should 
gg J . , base his decisions on rese arch 
o . ‘i hile, as you say, it 1s quite true “The underwriting function is a big 
Ihe impregnable Legal Reserve System | that medical directors have not meas-| job for a big man and it is a job which 
A strong financial foundation | ured up as they should, it might be | is getting increasingly more difficult. It 
T : added that neither as a class have the} should be in charge of one who not only 
? r r , 1 - .2 
lhe well seasoned Iowa insurance laws actuaries or the laymen. Not only has | knows how to protect his company but 
this been the case, but the responsibility | who appreciates proper service to the 


Discriminately selected investments 

A representative Board of Directors 

An experienced Home Office management 
Modern and liberal policy contracts 

Officials who know the problems 

An enthusiastic and hard working agency force 








largely rests with management, 


inasmuch | 


agent and to the applicant.” 
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| the company. 


There are rewards oi- 


These constitute the very elements of perma- Leading New York City general | fered for individual agents and agency 
nency and progressive development. Tie to a agencies on the average came closer in | (ne Unll Miatehle career in life insur 
: : May to equalling their 1930 paid-for ‘ é NArRADIC Cs sur- 
) - 4 ¢ o or —— ah Tse eg ance ; » field at tl rom 
company that is growing. records for the same month than has| ance both in the field and at the home 
been the case so far this year, a number | 0": a ar 
lesirab — : — ° showing a distinct gain over May, 1930. : ere va Basi 
Desirable agencs connections available in In the following tabulation of paid-for McMILLEN TAKES POST JUNE 28 
ordinary business of a number of agen- E 2 McMillen, home general agent 
Jowa Colorado cies here the first figure for each agency | for the Northwestern Mutual Life of 
Minnesota Ohio is the May figure, and the second is the | Milwaukee, and recently named general 
total for the first. fve months of the} agent in New York City, will assume 
year. | his new post about June 28. It is ru- 
1931 1930 . hz be f Milwaukee 
: J. S. Myrick.. ..$ 3.313.000 $ 3,858,000 | Mored that a number of Muilwé . 
Lee J. Dougherty, President Mutual Life of N.¥. 17:828'000 | 22'061'000 | agents will come to New York with Mr. 
J. E. Hall : 2,958,000 2,310,000 | McMillen. W. S. Allen, Jr., who has 
* :. ee seb "s's49 000 3 | been a successful producer, will accom- 
Prudential ........ 11,101,000 12,320. pany him. No announcement has been 
uaran y | e nsurance 0. C. B. Knight, Inc... | 2,358,000 2,463,000 | made as to Mr. McMillen’s successor 
Union Central ... 14,633,000 14,860,000) . Milwauke 
Johnson & Higgins 2,284,000 2,056,500 | in Milwaukee. 
Davenport, Iowa a SF | oder i 
group and whole- . . = > ; 
? Scud. and MeNAMARA IS EXPANDING 
Home, N. Y...... 12,670,000 10,659,500 i“ . 1A REIN ee 
Cc. BE. DeLong. " “3'281'000  3'061/000 The J. C. McNamara agency of the 
Mutual Benefit’ . 11,008,000 15.794'000 | Guardian Life has enlarged its main 
TTT a TT 2,212,000 3,466,000 | office at 17 John street, New York City, 
atna Life ; 2,275 7,628 ha gg : 
Aetna Lite -.2<2.:. 12,278,000 17,628,000 | 5160 percent. This is part of the ex: 
Mass. Mutual 9,124,000 pansion program which Mr. McNamara 
J. C. McNamara 551,000 1'400,000 is putting on and which looks to a goal 


managers 


Protective Success Factors 


after twenty years are practical applica- 


tective Life offers exceptional opportunities to those 
who desire to remain in the life insurance business 
permanently. 


Operating in 


4 


Alabama, Mis- 


sissippi, Louisiana, Tennessee, 


1, 2 

Guardian, N. 7,062,000 11 

. M. Fraser.. 1,528,000 2,357,000 
Conn. Mutual . 8,990,000 11,616,000 
J. A. MeNulty...... 1,190,000 914,000 
Harry Gardiner 900,000 1,200,000 
John Hancock Mut 3,148,000 6,138,000 


* * * 


KLINGMAN BEING HONORED 


The New York metropolitan depart- 
ment of the Equitable Life of New 
York has started a production campaign 
lasting from June 1 to June 12 in honor 
of Vice-President W. W. Klingman, 
who is now in charge of agencies of 





agents in the four 
offices. A fifth is soon to be added in 
the Bronx, in charge of A. B. Siegel and 
F. J. Mulligan, who are already at work 
developing a staff of producers for the 


of 200 full time 


R. G. Engelsman 802,000 724,000 
Penn Mutu: : .. 3,500,000 5,000,000 . ‘ tals 
Allen & Se Ridt: . 661,500 585,000 ab Rye be co y now total 
> F , New England Mut 3,752,000 3,900,000 ,0u > 1 ime men. 
(One a a Series) welts & | “aoee a... tegen » taraee The branch which was formerly in 
ro de 2.385, d 28 ) . 2 ° 
ro a sg cae the Graybar building, has been moved 
4d retireme ‘or ; f lla » Chanin buildi It is in charge 
A retirement plan tor agents, and a life annuity to to the Chanin building. t is in charg 
p : J : : y M, BROOKLYN NATIONAL COURSE of Donald Russell and E. M. Woife, 


with G. W. Crongeyer in charge of 


The Brooklyn National Life has ar- ' 
tions of Protective Life’s desire for permanency in ranged a three day sales course to be | brokerage. Mr. Mulligan and Mr. Sie- 
its held organization. This company is steadily ex- conducted by J. E. Bragg, head of the | ge! are making their headquarters at 
tending its field f - ler tl Br: eF es life insurance training course of New | this office temporarily. Fs aie 
en ing its 1e€Ic forces under the sranch Manager York University, June 8-10, at the Other branches are at 245 Fifth ave- 
plan. Whenever possible it makes pre motions from a office. The course pn include | nue, in charge of J. M. Eisendrath, with 
248.2 . : . ectures in the morning and sales clin-| T. G. Canty handling the brokerage 
within the organization. ics in the afternoon. Mr. Bragg will | business, and the office at 578 Madison 
With moder jlicv co ome B . ees " give particular attention to the adapta- | avenue, in charge of C. L. Post and 

jeer po le n px licy contracts, low net cost, and un ion of the Brooklyn Nationafa poli-| we Accents 
usual services to its policyholders and agents, Pro- cles to proapects' neode. Most of the] Jj. T. Balfe, formerly at the Graybar 
agents have enrolled tor the course. | agency, was recently made production 


manager of all full-time men in the or- 
ganization. His headquarters are at the 
main office. W. D. McNamara, brother 
of J. C. McNamara, is manager of the 
17 John street office and W. R. Julius 
is in charge of brokerage there. I. S. 
Spring is in charge of the education and 
training of new men. 
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Texas, Florida, and North 


Carolina. 


NOT JOB HUNTING BUT— 


shed but 


Seeking permanent opportunity to develop either a large city agency already establi 
territorial 


needing punch and capable direction, or supervising either from Home Office or 

sub-office several States in which opportunity exists for maximum growth. 
Successful experience as Agent, State Supervisor, Agency Manager, with one Company; 
Agency Supervisor in one of largest agencies in the country, paying for about $20,000,000 
annually; Supervisor of Agencies for present company. Leaving present company for best of 
reasons (Salary present position $7500.00 year). 

Ideally trained for small company needing Superintendent of Agents, or larger company 
needing either Asst. Superintendent of Agents or Manager for good sized agency. Weill 
acquainted with insurance men in most sections of country and wit go anywhere if oppor- 
tunity right for future. 

Author of numerous articles and series of articles on insurance selling, salesmanship and 
Direct-Mail use. Period as Associate Exlitor of a National Insurance Magazine. 

College and University trained. Flying Instructor during war. Age 37, married, 

self and family excellent. and record will 

investigation. + 
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Major Changes in Business 


Are Analysed by C. F. Gay 


TALKS AT YORK, PA., MEETING 


Life 
Penetrating Views of Trends at 


Aetna Agency Secretary Gives 


Pennsylvania Insurance Days 


YORK, PA., 
rusteeship of life 
emselves and their families, 
vamies and their policyholders, 


June 4.—The three-fold 
underwriters, toward 
their com- 
was dis- 


issed at Pennsylvania insurance days 
ere by Clyde F. Gay, agency secretary 
Aetna Life. He spoke along the same 


“Reflections” at 
of life under- 


line as in his talk on 
the Toronto convention 
writers last year. 
He spoke of 
taking 


Period of 


some of the major 
hanges place in life insurance: 


Indulgence 


“1. Those who have been long in the 
business will point to the present im- 
proved general understanding of life in- 
surance and the higher esteem in which 
its present day representatives are held 
by the public at large. Aware of the 
benefits of insurance coverage,—but sur- 

ounded as never before with the urge to 
have and to hold the many delightful 
and money-consuming luxuries of the 
present and not anxious to do without 
any of them. <A better informed public 
insurance-wise? Yes:—but one less in- 
clined to make sacrifices. 

“9. QOur sallies into the 
field of business insurance are proving 
very profitable to some, but will con- 
tinue to be only to the experienced in- 
surance representative who prepares 
himself to get bevond the occasional 
keyman replacement, and _ partnership 
olicy, into the more highly specialized 
stock elimination field, a field of en- 
deavor in which the new man or the un- 
prepared older man will not be en- 
couraged to enter until he is capable. Too 
many men have taken a fling at this in- 
novation of being a ‘business insurance 


undevy eloped 


specialist’ only to find it beyond their 
depth, or willingness to prepare. 
Sees Saner Cooperation 

Likewise this same change seems 


to be apparent in the more sane ap- 
proach on the part of both to a coopera- 
tive effort between life underwriters 
and trust company officers, to their 
mutual advantage. It is a joint effort 
that cannot be profitably undertaken 
without painstaking study on the part of 
both. We can’t merely mouth the words 
of the comparatively few successful pio- 
neers in these fields with no basic under- 
standing of their meaning and applica- 
tion, and expect permanent and profit- 
able results from going through the 
motions. 

“4. We can see a change in the sell- 
ing of personal insurance, the garden 
variety of selling by which most of us 
make our living, in the marked manner 
with which this better informed public 


| placed in the 


| 
| 





LIFE 


discriminates between representatives of 
the same company or of different com 
panies, picking the man to do business 
with who has better prepared himself to 
render worthwhile individual insurance 
counsel and advice than the average 


Future in Smaller Brackets 


“5. While some large jumbo 
individual insurance will undoubtedly 


future, it apparent 


lines of 
he 


seems 


that they will be less in number than 
in the past. No man expecting to stay 
in our business can content himself with 
a decreasing number of larger sales 


yearly, or to express this change another 
way, the principal t f prod 
uct is now, and will be, for protection to 
families whose range of annual incomes 


} 
marke or our 








is nearer $5,000 than $50,000 \ range 
in which the monthly income option 
within the policy contract itself, or the 
specifically designed monthly income 
contract, will still be found functioning 
adequately and effectively for the admin- 
istration of the insurance thus 
created. 

“6. In addition, we will quote less 
frequently as an interest-arousing ap- 


proach, the 
ing the 
insurance 
widows 


questionable figures regard- 
almost complete dissipation of 

funds within five ears by 
incapable of ae money. 
Ve will not stress the negative side so 


much, poor judgment and lack of finan 
cial management on the part of bene- 
ficiaries; but rather, we will stress the 
positive side. Rather than the horrors 


of insurance dissipation, we will picture 


the happiness of those adequately pro- 
vided for, with a oe ve check from 
the insurance company, entirely free 


over investment or re- 
enjoying the steady 
compound in- 


from any worry 
investment, and 
benefits of uninterrupted 
terest factors. 
“7. With all these changes the time 
and ene odo of every underwriter are be 
coming more valuable, and greater re- 
ward will go to the man who has defi- 


nite plans;—(a) which will daily con- 
serve both: (b) which will give him 
enough ‘real prospects’ to keep him busy, 
and by ‘real’ is meant those who need it, 


~physic al, 2— 
who can pay. 


can pass the two tests, (1 
credit and character) and 


Greater reward to the man whose sales 
presentations are organized, beginning 
logically at the beginning and going 


orderly to a climax which is an urge 
upon the prospect to buy.” 


Lubrite Insures Employes 


A group life contract with a volume 
in excess of $1,260,000 has been taken 
out by the Lubrite Refining Corporation 
on the lives of its employes according 
to A. P. Shugg, St. Louis general agent 
Aetna Life. This case is written on the 
cooperative plan and was placed through 
the office of Megginson & Chipley, 
brokers. Within a few hours after this 
insurance became effective, one of the 
employes died and within 24 hours after 
receipt of papers, the Aetna Life had 
paid the claim of $5,000 to the bene- 
ficiary. 





ated in C 


Address your 
Underwriter. 





inquiry 


SUPERINTENDENT OF AGENTS POSITION 
Open for man with experience and proper training. 


Age 30 to 45 years preferred—Company situ- 
Central States with $30,000,000.00 in force 
and plenty of good territory undeveloped. 


This is a splendid opportunity for a man who 
likes to work and wants to work, who can get 
agents and then work with them successfully. 


to T-64, The National 
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SUPER VISOR 
WANTED! 


Chicago Agency needs 
another high grade supervisor 
for its rapid development pro- 
gram. Company, leading mid- 
dle west, strictly non-partici- 
pating, $225,000,000 in force. 
Generous compensation paid 
for this position. Write for an 
Address T-52, The 


National Underwriter. 


interview. 




















half 


sound basis of mutual satisfaction upon which its agency contracts 
have been built. 


= 


Modern policy forms, 
Income and Low Rate Life are backed by a particularly successful 
lead service. 
financially solid and steadily growing. 
states, including New York, on a full level net premium basis. 


The Company 
Back of the Contract 


Back of every Fidelity contract stands a reputation of over 
a century of fair dealing. Live and let live has been the 


including Family Income, Retirement 


Fidelity now has $425,000,000 insurance in force, is 
It operates in thirty-nine 


Openings available for the right men. 
Send for booklet 
“The Company Back of the Contract” 


IDELITY MUTUAL LIFE 


INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT. President 
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Need Strong Financial Ballast 


L. Brackett BisHop of Chicago, former 
manager MASSACHUSETTS MUTUAL LIFE 
and an ex-president of the NATIONAL As- 
SOCIATION OF Lire UNDERWRITERS, com- 
ments on a recent editorial in THE Na- 
TIONAL UNDERWRITER in which the point 
was made that life companies should main- 
tain an adequate surplus to take care of all 
contingencies, saying in part: “There 
should be a big enough surplus to take up 
slack and leave a sufficient 
margin of There is more to be 
thought of in life insurance than competi- 
tion on net cost.” 

Mr. BisHop says in this connection, it 
might be well to add, “How can a com- 
pany increase its surplus?” 

In the first place so far as mutual com- 
panies are concerned, he states that divi- 
dend schedules should be revised to com- 
port with present financial conditions. He 
asserts it would not be advisable to change 
the dividend schedule each year but that 
it should be flexible enough to meet new 
conditions, either paying larger or smaller 


all possible 
safety. 


dividends as the occasion requires. 

In the next place expense of manage- 
ment might be reduced. Next, more care- 
ful underwriting attention should be given 
to applicants carrying large amounts of 
insurance or, as the familiar term is used, 
jumbo risks. 

Fourthly, Mr. BrsHop would revise the 
suicide clause to maké it contestable for 
two years instead of one. In fact he would 
eliminate full payment for suicide by pro- 
viding that if suicide be proved the bene- 
ficiary should receive only the reserve. 

Then he would pay no dividends in the 
second year. Mr. BisHop holds that com- 
panies should not pay a dividend at the 
end of the first year when it has not been 
earned. The minimum surplus should not 
be less than 10 percent of the full reserve. 
Mr. BisuHop is a strong advocate of sur- 
plus big enough to meet all emergencies. 
We agree with him that life companies 
need adequate financial ballast. If there 
be not such, then a company should take 
immediate steps to build it. 


Getting the Small Policyholder 


IN THE midst of the great plea for larger 
policies, not meaning so-called jumbo lines 
but sizabie applications, it is somewhat re- 
freshing to read the appeal of President 
Georce WILLARD SMITH of the New Enc- 
LAND Mutua. Life calling attention to 
the need of writing more applications for 
small amounts. While the larger contracts 
are being sent in, the really desirable class 
is the more modest policies. President 
SMITH feels that probably smaller people 
are being neglected, yet their incomes so 
far as the salaried group is concerned, are 
about the same as they have been. Presi- 
dent SmirH believes that a large number 
of small policyholders in many respects 
offers surpassing opportunities for the gen- 
eral development of the life insurance busi- 
ness. He urges more applications between 
$3,000 and $10,000. 


Today many people of moderate income 
are not able to carry large amounts of in- 
surance. The bigger remuneration comes 
from the larger policies. The agent 
naturally drifts toward those who can pay 
for larger amounts. The same _ time, 
energy and thought brings a far bigger re- 
turn under ordinary conditions than can be 
secured from the smaller people. At the 
same time there is much waste motion in 
trying to round up the so-called big peo- 
ple. They are undergoing considerable 
business strain and for the time being most 
of these cannot be regarded as first-class 
prospects. Mr. SmirH undoubtedly feels 
that if the agent will see more people of 
the smaller class he will write more insur- 
ance than if he centered his fire on the 
few people of the class that has a larger 
buying capacity. 








C. C. Mason of the Paul D. Sleeper 
agency for the Aetna Life in Washing- 
ton, D. C., led all of that company’s 
agents for the first three months of 1931 
in total sales. Mr. Mason joined the 
Aetna’s ‘Washington office in January, 
1930. This year he is well on his way 
to the million mark, with only the first 
three months recorded. He is a son of 
J. C. Mason, secretary to Senator 
Deneen of Illinois. 

Harry Bryan, auditor of the Guaranty 
of Davenport, was elected president of 
the Lions Club of his city. Mr. Bryan 
is well known in insurance circles, hav- 
ing formerly been with the Merchants 
Life of Des Moines and the Michigan 
Mutual. 


President Emmet C. May of the 
Peoria Life is one of the trustees of the 
greater Peoria sanitary and sewage dis- 
posal district. He officiated at the for- 
mal opening of the greater Peoria 
sewage treatment works last Wedn-sday 
afternoon when the citizens were invited 
to inspect the plant. Mr. May is one 
of the civic-minded men of his com- 
munity. 

W. O. Ferguson, general agent at Los 
Angeles for the Penn Mutual Life, re- 
turned home from a trip east, on which 
he attended a meeting of the executive 
committee of the General Agents’ As- 
sociation, of which he is second vice- 
president, the chief purpose of which 
was to welcome the new Penn Mutual 
vice-president, Dr. John A. Stevenson. 

Vivian M. Tresslar, former agency 
manager in southern California for the 
National Life, U. S. A., with headquar- 
ters in Los Angeles from 1915 to 1925 
died at the Glendale sanitorium in Glen- 
dale, where he had gone for a physical 
examination. Prior to 1915 he had been 


with the Aetna Life in Los Angeles 
from 1908, when he entered the busi- 
ness. He was 58. 


J. G. Monroe, superintendent of agen- 
cies Midland Mutual Life, has returned 
to his duties after an absence of five 
months due to illness. Midland Mutual 
agents are putting on a special campaign 
this month in his honor. 


Ellsworth Regenstein, Ft. Thomas, 
Ky., Inter-Southern Life director and 
Cincinnati general agent, is a candidate 
for reelection as a state senator tor 


Campbell county on the Republican 
ticket. 
Mrs. Ann J. Harris, assistant secre- 


tary Capitol Life of Denver, has been 
appointed agency secretary, and will be- 
come the home office supervisor of the 
field forces. She will be continued as 
assistant secretary, but will no longer 
serve as secretary to the president, a 
work performed by her for many years. 

A group of Mutual Benefit Life men 
were guests of W. S. Cochrane, Peoria, 
general agent, over the week end. The 
party included: A. A. Drew, Chicago, 
C. C. Otto, St. Louis, and F. E. Stewart, 
Davenport, Iowa, all general agents; A. 
S. Ingersoll, assistant general agent 
Chicago, and J. H. Miles of the Chicago 
agency. 

W. C. Gandolf, special agent in the 
Herman Moss agency of the Equitable 
Life of New York, Cleveland, died May 
28. 


Bolling Sibley, Memphis, Tenn., gen- 
eral agent of the Penn Mutual, under- 
went an operation at a Cleveland hos- 
pital Monday. 


C. A. Mooney, National Life, U. S. A., 
Ohio state agent and congressman, died 
in Cleveland May 28. Mr. Mooney was 
formerly state agent for the old Michi- 
gan Mutual Life. His sons, C. A. 





Mooney, Jr., and W. D. Mooney, have 
been associated with him in the agency 
as Chas. A. Mooney & Sons with offices 
in the Guardian Building. Congressman 
Mooney came from a family of insur- 
ance and political men. His father, M. 
J. Mooney, was state agent for the 
Michigan “Mutual and a brother, J. J. 
Mooney of Detroit, was formerly presi- 
dent of that company. Another brother, 
M. J. Mooney of Lima, Ohio, now re- 
tired, formerly operated a state agency 
under style of Mooney Bros. 


M. V. Hyde of “the Newcastle, Pa., 
agency of the Mutual Life of New York, 
has an interesting record. He started 
for the Mutual Life in 1914 as a part 
time agent while he was a train dis- 
patcher on the Pennsylvania railroad, 
continuing until January, 1923. Since 
that month he has averaged 20 applica- 
tions every month since. His work has 
all been done individually. Newcastle is 
a city of 50,000 people. Mr. Hyde has 
led the Mutual Life in number of lives 
insured many different months. 

The birthday anniversary of H. C. 
Hintzpeter, manager of the Mutual Life 
of New York in Chicago, will be ob- 
served at the luncheon Friday of this 
week given by the members of his or- 
ganization. Mr. Hintzpeter is one of the 
successful Chicago managers and starte ed 
as an agent for the Mutual Life many 


vears ago when C. H. Ferguson was 
Chicago general agent. 

O. C. Reed. formerly connected with 
the Aetna office in Philadelphia, has 


been transferred to San Antonio as as- 


sistant group manager. 


E. E. Rhodes, vice-president Mutual 
3enefit Life. has been reelected presi- 
dent of the Newark Social Service Bu- 
reau. 


Over $4,000,000 of new business was 
written by Indianapolis Life agents dur- 
ine May, which was designated “Manly 
Month” in honor of President F. P. 
Manly. As in past years, there was a 
home office contest between the men 
and the women of the staff and over 
$200,000 was turned in from this source, 
pretty evenly divided between the two 
groups. Mr. Manly’s birthday was May 
28 and, according to a long established 
custom, he had the home office staff as 
his guests at his “River-By” country 
home. 


F. W. Moller, Indiana state agent for 
the Business Men’s Assurance, who has 
not been feeling well, accompanied by 
Mrs. Moller, took the trip from New 
York to Los Angeles via the Panama 
canal. Incidentally Indiana showed a 
100 percent increase during May over 
last vear. 

The Denver insurance people gave a 
banquet Tuesday night in honor of 
Cyrus K. Drew, editor of the “Insur- 
ance Report,” who will soon go to San 
Francisco to become editor of the 
“Western Underwriter,” a combination 
of Mr. Drew’s paper and the “Pacific 
Underwriter.” Tames Burger was toast- 
master. Mr. Drew will commute be- 
tween Denver and San Francisco, but 
the editorial work will be done at San 
Francisco. 


Since THe NATIONAL UNDERWRITER re- 
produced the list of production leaders 
by companies as prepared for the “All 
Star” edition of the “Insurance Sales- 
man,” a correction is pointed out in 
connection with the Lincoln National's 
representative. C. M. Varde was the 
1930 leader for that company with $980,- 
000. He is attached to the E. J. Brand 
agency in Chicago. T. I. Tamer of 
Wilkes-Barre, Pa., was given as the 
leader with $657,500. Mr. Tamer has 
been designated acting delegate in the 
“All Star” number. 
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lis to become associated with the P. W. pore koutetons with Sheovepert, — 
+ - 7 . neadquarters e has been genera 
LIFE AGENCY CHANGES Simpson agency of the Aetna Life. saat at Uaaewenaat 
B. P. Lafitte has been appointed gen- 
W. P. Northrup eral agent for the Lamar Life with head- 
quarters in Shreveport, La. Mr. LaFitte 








Announcement is made of the retire- | was former branch manager in Shreve- 


sme 7 9 wy . , , 0 for the cacis t 
Bogle Named General Agent | Reinsurance ior 12 year. Me. Crandall] ment of W. By Northrup, general agen | Prt ‘or phe Arya Saal 
en Ss re = - *. “"'; | of the Provident Mutual at Rochester, ee See _— a 


Pownall was formerly representative of N.Y Life state agent at Little Rock, has re- 














Connecticut Mutual Life Makes Impor- the Bates, Lively & Pearson agency on ao cx Un, papers wel > signed R. J Ferguson, home office 
tant Announcement as to Its the Pacific Coast, and has been actively of I. S. Scott omen eedieent ab the cashier, is temporarily in charge 
Greensboro, N. C., Office identified with life and casualty insur- wes oe Sa , ag y as : ‘ E. H. Johnson has been appointed 
ance work there for several years. agency supervisor for the Chicago 
-_-_ . branch office of the Pacific Mutual Life 
The Connecticut Mutual Life an- He is well known in life circles 
nounces the transfer of its Charlotte, G. C. Anderson Life Agency Notes a Se Serage pee Seem aapemnses mae 
‘f ’ Ta ~ enc > ager of e estern States Life for east- 
N. C., general agency to Greensboro, The National Life of Vermont an- ern Washington and northern Idaho, 
N. C., with George Bogle as general we a succeeding H. R. Sessions, who has been 
: . i. nounces that S. T. Rhodes & Son, state t ferred to Long Beach. Cal 
agent to succeed R. C. Jones, former ee ek Wieiahn Eee fi ed ; ; _| transferred to Long Beach, Ca 
managers tor irginia, have appointe S. J. Keiser has been appointed a William Halwersen, manager of the 


Charlotte general agent, who has re- G.C 
: : - 

signed to enter personal production. 
The territory under Mr. Bogle’s juris- 


—_— r ae _ rener: age for » Co i al sife , 
: i toy ng h ho cage ee i at Eoleienes entinemtns Sau Metropolitan Life at Ashland, Wis., has 
ciated with the Richmond ofhce, genera “gage he cole . ; 
¢ & The United Mutual Life has opened an 


agent for eastern Virginia to succeed | agency in the Buckeye building. Colum-|Jehn Bloomquist of Ashland has been 


been made manager at Sault Ste. Marie. 


iction includes all that part of North] > : 
a. iwiner west P - Ponte r. P. Campbell, Jr., resigned. Mr. An-| bus, with E. R. Grisell in charge appointed assistant manager, with offices 
d « > . , - ° . . 
Roxie ™ a: : derson’s office will be at 619 Mutual P. R. Green has been named Seattle, | at Superior 

boundaries of Caswell, Alamance, Ran- | }, 314; Ric Wash. general agent by the Aetna Life ; . 
jolpt + ine ieemontns Richmond and | P™!!ding, ichmond. ash., general age / : a Life. J. H. Culpepper, formerly connected 
co a“ 7 CULROMCTy. ICHMON an —_! Green was supervisor at Los An-| with the A. O. U. W., and who has been 
Scotland counties. Beles with the National Standard Life of 

Mr. Bogle for 15 years served the R. H. Cutter E. M. Trout - been appointed <ée- mengten stnee + took wer Se — 
>>] ife 5 : > ate . - trict manager of the Ponca City, Okla., na as ali, has been promotec o exas 
Pilot Life, first as an agent, later as R. H. Cutter, who has been at the] branch of the G. E. Lackey agency of | supervisor of agents and collectors, with 
branch office manager and more re- the Massachusetts Mutual Life headquarters at Houston. 


home office of the Lincoln National Life = o Siete & : —— Wriaht &@ Hert. Salt Lake Cit 
a : lau 7 . See wee . >. Shurtle 1as yeen appointe rig ; oyt, Sai make ity, gen- 
* Fort W — —_ the past five pane ngg general agent for Kansas City, Mo., by | eral agents for Utah and Nevada for the 
will take charge as supervisor of south-|1+}. surety Life. He was formerly with | Columbian National Life, have dissolved 
ern Indiana with headquarters at Indian- | tne National Fidelity Life apt een ree yp Pn ee ny a 

. ae Cae ee - all . . sila act s - meriy operate le agency aione, Wil 
apolis. Ray Randels has resigned from The National Standard Life has ap-| resume sole supervision of it with 


the Lincoln National Life in Indianapo- | pointed A. C. Montgomery manager for! offices in the Kearns building. 


cently as superintendent of agencies for 
North Carolina. 

Offices of the Greensboro agency will 
be maintained at South Elm and West 
Sycamore streets. 








H. E. Tandy, C. W. Brown 

F. E. Beaty, manager central division, 
Occidental Life of Los Angeles, an- 
nounces the appointment of H. E. | 
Tandy as supervisor of the Denver of- > 
fice. His work will include agency ac- LE 
tivities over Colorado and part of Ne- AI 

peta 7, “A oC N77 
braska. Mr. Tandy is a native of Colo- NVA N 
rado and until five or six years ago|| Sv } A iN 


was in the banking business, leaving that LE] 






























field of endeavor to become district field FRR 
yer of the Columbisz National | | SOY 4 ° ° ° 
Life. ucemiecums Year by year for twenty-six consecutive years—includ- 
Mr. Beaty also announces the ap- ; on ¥ > NAV “ increace 
pelatinent of CW. Boome 20 ssanty |] ing 1930—Mutual Trust has enjoyed an increased \ 
manager for Wyoming with headquar-|| yg volume of new business, and so far in 1931, that record 
ters at Cheyenne. SVK. ° 
ii remains unbroken. 
W. E. Lewis 
of 
W. E. Lewis, formerly special agent SH — — : . : — psmece 1 
9 a May, 1931, was the biggest month in new business in 
been appointed general agent for the || the Company’s entire history, and the new paid busi- 
Massachusetts Mutual Life for terri- ai 7 E ° 
tory comprising all of central Iowa, Serr ness for the first five months of 1931 exceeded that ot 
ith offices in the Old Colony Bldg., |] XYZ a. : ; , - , 
ns Skies, See fete be cee eee any similar period in any previous year. 


known in Iowa, having formerly been a | 


high school coact 1 was rec ized ~ At, = > T . 
as one of the leaders in that profession. || iN WHAT IS THE ANSWER? 


He has been — - Travelers for sev- WE 
eral years in Des Moines and has been = y ‘ . . 
very successful. UE Sales Helps—Low Net Cost—Well Paid, Contented, 
eS eS ) “Be ° ‘ ; >: 
i eaten We Aggressive, Enthusiastic and Loyal Field Representa- 
The Peoples Life of Indiana, which |] fF] tives, who make and break records month by month. 
recently entered Kentucky, has ap- RR 
pointed Pierce Madden state manager NYY: 
or Ramggyegpoer wg at Lexington. Mr. S02 
Madden, a native Kentuckian, was for- 
merly located at Frankiort, Ind. as - LE] Miatual Tra &e, Ct 
perintendent for a life company. Wy 
—aagene Ws 
P. H. Levesen cP LI FE, INSURANCE COMPANY 
The Postal National Life has opened RY EdwinA. Olson, President. 







a new branch office in the Federal Trust S977 — 
building, Newark, in charge of P. H. NYA ¢€ HH ICAG tr = I LL IN OI = 
LD FAITHFUL” 








Levesen as general agent for northern j “ . 
New Jersey. Mr. Levesen has been ai As Faithful aS 





























with the Metropolitan Life and more HH 
recently with the Newark agency of the || RY 
Columbian National Life. LH 
R. N. Rafferty i 
. , YZ 
R. N. Rafferty has been appointed SIS 1930 our 
eastern supervisor of the Pacific Mutual reatest year in histo 
Life with headquarters in Chicago, op- ah! g J = ry 
erating under direction of F. D. Cum-|| Spy Insurance in Force now over 
mings, assistant superintendent of agen- SHE $180,000,000 
hia a 
H. C. Pownall, E. Crandall G5, 
Vie 





mn C. Pownall has ene acon SMe 
re stat t for the Senti i Ne? Ny? YZ BT Mie 77 
to eal Earl Crandall, a (~ = U i We: LAL i NVALLIRVAU JR TUN CUS J. 
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The P 10neer » » » 


He hesitates only to make 
sure he is right, then he goes 
ahead. He often goes alone 
but he does not remain alone 
for long. Present day life 
insurance is indebted to 
early Mutual Benefit con- 
tracts for many liberal 
provisions. 





The Mutual Benefit Life Insurance Co. 


Newark, N. J. 





.-modern life insurance since 1845.. 














GIRARD LIFE 
INSURANCE COMPANY 


Opposite Independence Hall 
hiladelphia, Pennsylvania 


Has excellent General Agency openings in Ohio and Mich- 
igan under— 


A GENERAL AGENCY CONTRACT WHICH 
MEANS 


Larger frst year commissions 
Longer renewals 


Larger overwriting commissions 

All standard forms of policies (Participating and 
Non-Participating) 

Liberal disability benefits 

Double Indemnity benefit 

Guaranteed annual reduction in the premium 

Also cash dividends 

Low net cost 

Real Home Office Service 


Twenty-three years of careful and conservative man- 
agement has made the Girard Life one of the financial 
giants (assets over liabilities) in the life insurance field, 
with the distinction of having the highest possible rating— 
EXCELLENT. We seek General Agents of high character 
and ability, who are willing to devote their entire effort te 
organization and development of a General Agency. 


Write us giving a word picture of yourself and your 
spear. Your correspondence will be treated as con- 
entia 
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Change Application Blanks 





Superintendent Warner of Ohio Decides 
to Demand More Definite In- 
formation for Licenses 





A change in license application blanks 
to be used by the Ohio department will 
be made before licenses are granted next 
year. This decision has been reached by 
Superintendent Warner though details 
of the change may not be decided upon 
until two or three months later. It is 
known however that the department ex- 
pects to obtain more definite informa- 
tion about the men who apply for a li- 
cense. Changes will be made for the 
purpose of obtaining a higher grade of 
insurance agents in Ohio. 


Leads Chicago Agencies 


The Sam _ Lustgarten agency of the 
Equitable Life of New York in Chicago 
led all Chicago agencies, both in paid 
volume and paid premiums, the third 
consecutive month in May. The agency’s 
paid for total in May was $2,026,000 and 
in April $1,414,958. For the first five 
months the agency has $7,049,809 paid 
business. Mr. Lustgarten has built an 
efficient organization with Unit Man- 
agers Klove, Harris, Falk, Feuer and 
Grossberg, and Associate Manager John 
Morrell, a million dollar producer who 
is nationally known. 

Big Gain in May 

The Chicago department of the Equi- 
table Life of New York paid for $7,- 
756,603 business in May, a gain of $1,- 
626,807, or approximately 26 percent. 
For the five months the Chicago agency 
showed total paid business of $33,330,- 
155. 





Lansing, Mich., headquarters of the 
Ohio National Life have been transferred 
to the new 26-story Capital Bank tower. 








Missouri Valley 
State News 














Carriers Ordered Dissolved 


St. Louis Judge Acts Against Inter- 
State Protective and Beacon 
Life Association 








Dissolution of the Inter-State Pro- 
tective Association and the Beacon Life 
Association, two small assessment car- 
riers of St. Louis was ordered by Cir- 
cuit Judge Hartmann, who issued an in- 
junction prev enting the companies from 
continuing in business and directed that 
their assets be turned over to Superin- 
tendent Thompson. 

May 19, Judge Hartmann appointed 
R. J. Callahan, an attorney, as tem- 
porary agent of the court in charge of 
the carriers. Superintendent Thompson 
in asking for the orders of dissolution 
said that examinations indicate the con- 
cerns are insolvent. E. E. Randel is 
president of both concerns. L. 
Little, formerly of Mountain; Grove, 
Mo., who died recently, was general 
manager. 





White Heads District 


CLEAR LAKE, IA., June 4.—The 
annual convention of the district repre- 
sentatives of the New England Mutual 
Life closed with the election of Orr 
White, Mt. Ayr, president; Byron 
Hoschar, Des Moines, secretary, and 
Miss Shaw, treasurer. Among speakers 
were E, E. Smith, educational director 














Visual 
Selling 


—a reality 


Through visual selling 
Bank Savings Life 
agents have been able to 
tell the true story of life 
insurance and to tell 
it convincingly. Impres- 
sions through the eye 
outlive the spoken word. 
Such salesmanship be- 
comes a_ well-ordered 
scientific process. 





PROVED IN THE FIELD 
BY 


Bank Savings 
Agents 


The volume of insurance 
produced by our agents 
month in and month out 
demonstrates the sound- 
ness and desirability of 
“Visual Selling.” Why 
not ask for more com- 
plete information about 
The Bank Savings Life 
methods and agency 
helps. 


TOOLS 
to help you 


SELL 
1 Pre-Approach Plan 


2 Canvassing 
Portfolio 


3 Illustrated Brief 


Write to 


GEO. L. GROGAN 
Vice-President 


In Charge of Agencies 


The Bank Savings 
Life Insurance 
Company 


Topeka Kansas 
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Equitable Life of lowa; 


of agencies, and D. J. Glomset, chief 


examiner. 





Spooner Agents Meet 


A. L. Spooner, district manager Equi- 
table Life of New York at Ft. Dodge, 
Iowa, held a meeting of his agents re- 
cently. The Ft. Dodge district made 
the best record of any of the Equitable’s 
districts in April. M. C. Nelson, Des 


W. F. Noble, | 
Omaha; G. S. Hastings, superintendent | 





Moines, state agency manager, was the 
principal speaker. He was assisted by 
district managers, Rex Truesdell, Sioux 


| City, and James Bullock, Ottumwa. 





Embry Doubles Business 


KANSAS CITY, Mo., June 4.—A. M. 
Embry agency of the Equitable of New 
York here paid for twice as much busi- 
ness during May as it paid last year. 
Paid for business totaled $2,113,000. 











| IN THE SOUTH AND SOUTHWEST | 











Companies Lose Test Case | 





Circuit Court Rules Against Penn Mu- 
tual Life on Important Tax 
Matter 





BIRMINGHAM, ALA., June 3.—In 
a test case brought by the Penn Mu- 
tual —— the state of Alabama, 
Judge W. Jones in Montgomery cir- 
cuit court eel ruled that insurance com- 
panies are subject to a tax of $2 per 
$1,000 on all capital invested in the 
state in real estate mortgages. They 
have been exempt by law, although two 





attorney-generals in the past have de- 
clared the act unconstitutional. 

The new administration this year pro- 
ceeded to collect the tax and levied 
$10,535 against the Penn Mutual. Judge 
Jones held that the company was due 
to pay only $7,231, as he has exempted 
policy loans, notes given in payment of 


| premiums, bonds of the state held by 


the company and the company’s office 
equipment used in Alabama. Attorney 
Forney Johnston representing the com- 
pany has appealed to the state supreme 
court. Companies have millions of dol- 
lars invested in Alabama, the Metro- 
politan Life alone having about $20,- 
000,000 mortgage loans. 











PACIFIC COAST AND MOUNTAIN 























Sullivan Is Named Chairman 





Heads Nominating Committee of San 
Francisco General Agents Asso- 
ciation—Election This Month 





SAN FRANCISCO, June 4.—J. A. 
Sullivan, manager Equitable Life of 
New York, has been appointed chair- 
man of the nominating committee of the 
San Francisco General Agents & Man- 
agers Association. The annual election 
will be held the latter part of June. 

At the last meeting A. S. Holman, 
manager Travelers and vice-president 
National Association of Life Under- 
writers, opened the discussion on the 
ethics of the business, touching upon 
the existing evils of twisting which, un- 
der the present economic stress, is in- 
clined to become somewhat more viru- 
lent. 

D. E. Mooney, manager Peoria Life, 
discussed the brokerage angle of life 
agencies, declaring that conditions in 
this particular phase of agency work, 
is materially improved. 


Steward Talks to Managers 


At the luncheon meeting of the Life 
Managers’ Club of Los Angeles Verne 
Steward, Penn Mutual Life, gave a 
short talk upon the importance to the 








institution of life insurance of interest- 
ing the universities of California in add- 
ing to their regular curriculum a course 
of instruction dealing with life under- 
writing as a profession, this course to 
be included for the benefit of all stu- 
dents. In connection with this, atten- 
tion was directed to the fact that college 
students who have entered the field of 
life insurance salesmanship during the 
past few years have made substanti- 
ally better records of production during 
their first years in the business than the 
seasoned agents of long experience in 
the work. 


Spear in Life Business 


C. L. Spear, former manager at San 
Francisco for the General Fire of Seattle, 
is now established in Oakland as gen- 
eral agent for the Sentinel Life of Kan- 
sas City, Mo. This company some years 
ago reinsured the accident and health 
business of the old Employers Indem- 
nity of Kansas City. Mr. Spear is well 
known among insurance men in the Bay 
district. 


Mutual Benefit Meeting 


John | Hardin, president Mutual 
Benefit Life, accompanied by Oliver 
Thurman, vice-president and _ superin- 
tendent of agencies; William H. Beers, 
formerly New York City general agent, 





Standard and Sub-standard 
insurance for 


Men, Women,ana Children. 
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LIFE _INSURANCE EDITION 7 As 


How About This! 


UR field men feel the impulse 

of better times. They are bring- 

ing home the bacon due to our at- 

tractive policy contracts. An agency 

contract with us means certain suc- 
cess. 

At present we are in need of man- 

agers in the following States and if 


you would be interested let us hear 
from you at once. 


MISSOURI 
INDIANA 


COLORADO 
[ILLINOIS 














The 


If 
BankKERS RESERVE 


interested, 
write us LIFE COMPANY 
at once. R. L. Robison, Pres. W. G. Preston, Vice-Pres. 


HOME OFFICE: OMAHA, NEBRASKA 
Business in Force, over $133,000,000.00 
































Destructive Tongues 


What sense in talking about it? Everybody 
knows there’s a depression. There’s no news in 
telling this man, that man, and the other one about 
it. Your Agency associates know just as much about 
it as you do. Yet tens of thousands of life under- 
writers are doing a good business, with men able to 
make premium deposits. Your personal depression 
is largely in your state of mind. A good deal more 
so than it is for men in other lines of business. 
Quit croaking! Stop spreading gloom! Have a face- 
lift, and give smile and cheerful eye a chance to do 
their bit of helpful psychology. Do closer prospect- 
ing, be genuinely thrifty with your time, and go into 
an interview with the expectation and determination 
to obtain the signature, and you will be too busy to 
beat down some other underwriter’s faltering energy 
with dolorous comment. 


The man who, pessimistically and not construct- 
ively, talks depression in an organization is, in a 
smaller way, just such a menace as is he who rumors 
a bank's liability to fail. Either he should be quieted 
or should be put out! 





THE PENN MUTUAL LIFE INSURANCE Co. 
PHILADELPHIA 


WM. A. LAW, President 


Independence Square Founded 1847 
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WHO: 


WHO 


THE COMPANY 


TERRITORY 
ASSISTANCE 


UNLESS 


An UNUSUAL CONTRACT 
will be offered to 


An UNUSUAL MAN 


—is a producer 

—can organize 

—is, of course, honest 

—has three years of experience 
—is seeking opportunity 

—will WORK 

—needs no financing 

—needs no drawing account or salary 
—needs no office expense 


BUT 


will accept Home Office help in the appointment of 
new Agents under him for whom he will not be 
sponsible financially and yet on whom he will re- 
ceive overwriting Commissions as high as $4 per 
thousand and long time Renewals 


It is rated “A” by Best 


Its rates for Insurance are extremely low 

(Age 35 Ordinary Life Net Cost 

First year per thousand $17.85) 
It writes all latest forms—Participating only— 
including an improved Family Income form; 
Juvenile 
Has over $135,000,000 in force. 


The Company desires especially to develop Indiana, 
Illinois, North Carolina and Texas. 


Experienced field men to help the man selected to 
build a real agency in which the Renewals are 
NON-FORFEITABLE. 


You have no present connection, or you have a real 
reason for leaving your present connection and are 
not at fault yourself, we are not interested. Write 
fully about yourself. We will not communicate 
with references until after interview. Write S-32, 
The National Underwriter. 


WE WANT AN UNUSUAL MAN 














Forceful Messages 


N 


THAT TRANSLATE LIFE INSURBANC 
into terms of 
GUARANTEED PROSPERITY 


PPR LI 0 


hy oe oat eee ae On at 


specially prepare 
representatives of the 


AMERICAN CENTRAL 


LIFE INSURANCE COMPANY 


INDIANAPOLIS 


uaranteed 
Low Cost” 


“ Guaranteed 
Benefits 


who now is special assistant in the 
agency department; and J. S. Drewry, 
Cincinnati general agent, attended a 
conference in Los Angeles of the south- | 
ern California agency, Bertram PP. | 
Rouse, general agent. Addresses were 
made by the four visitors. The con- 
ference concluded with a dinner and 
round table discussion. Wednesday 
morning an agency breakfast meeting 
was held. 


William Peterson in Charge 


The Provident Mutual Life announces 
the resignation of George L. Buck, gen- 





eral agent in the partnership of Peter- 
son & Buck, leaving William Peterson 
as sole general agent for Washington, 
at 752 Central building, Seattle. Mr. 
Buck will continue as a personal pro- 


| ducer. 


Minnesota Life Rally 

SEATTLE, June 4—A series of 
meeting were conducted last week by 

. J. Cummings, vice-president, and 
Ray P. Cox, agency superintendent of 
the Minnesota Mutual Life here for 
agents. Mr. Cummings and Mr. Cox 
left for Spokane to perform a similar 
service. 








| ACCIDENT. AND 





HEALTH FIELD 
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Watch Claim Adjustments | 


Disability Losses Are Causing the Com- 
panies Much Trouble Because of 
Business Conditions 


Claim men adjusting industrial health 
and accident losses find that there are a 
larger number of claims and the period 
of disability is more extended on a less 
volume of business than last year, be- 
cause of the industrial situation. A num- 
ber of industrial policyholders, for in- | 
stance, may be working two days out of } 
a week. They meet with some acci- 
dent or incur some disease and if they 
can stretch out the disability for seven | 
days they can make more out of their | 
insurance than by working. It is diffi- | 
cult at this time to underwrite a risk 
according to earning power because of 
the fluctuations in businesses and plants. 
The accident and diseasé frequency has 
increased. The suicide hazard has | 
greatly increased among commercial | 
policyholders. Companies may find it | 
difficult to prove suicide although all 


the straws point that way. Companies 
are endeavoring to scan their claim re- 
sults so that malingering may be cut 
down as far as possible. 


Sackett Buys Paper 


1. B. Sackett, well known to the old- 
timers in the central west, particularly 
in the accident and health field, who 
has been on the Pacific Coast for a 
number of years, has purchased the 
“Dotted Line,” official organ of the 
Los Angeles Association of Life Un- 
derwriters, and will extend its scope so 
as to cover accident and health as well 
as life insurance. Mr. Sackett has been 
secretary of the Accident & Health 
Managers Club of Los Angeles ever 
since its organization. 


Wikoff With Inter-State 


J. L. Wikoff has been appointed In- 
diana manager of the Inter-State Busi- 
ness Men’s Accident with headquarters 
at 1310 Circle Tower building, Indian- 
apolis. He has been Indiana manager 
of the Ohio State Life. 








NEWS OF LIFE 


ASSOCIA TIONS 














Mississippi Coast — The Mississippi 
Coast association, which was organized 
at a meeting held at Gulfport, elected 
C. A. Galloway, Life & Casualty of 
Nashville, president; F. E. Cottrell, Pa- 


cific Mutual, vice-president; Warren 
Jackson, Travelers, secretary. The di- 
rectors are E. M. Davis, Sun Life; C. B 
Turner, Mutual Life of New York; G. 


C, Poole, Home Life; A. A. Washington, 
Lamar Life. Ashton Barrett, Equitable 
Life of New York, heads the membership 
committee. 

OK * * 

District of Columbia—D. S. Bethune, 
agency manager Equitable Life of New 
York, has been elected president of the 
District of Columbia association; P. L. 
Baldwin, Northwestern Mutual Life, 
vice-president; J. E. McCombs, Mutual 
Life of New York, second vice-president; 
D. J. Harrison, Massachusetts Mutual 
Life, secretary, and G. B. Farquhar, Penn 
Mutual Life, reelected treasurer. New 
directors are Mr. Bethune, Mr. Harrison 
and A. J. Grinnell, New England Mutual. 

2 @ 

Northern New Jersey—The Northern 
New Jersey association will hold its an- 
nual meeting June 8 in Newark. W. A. 
Nolties, supervisor of the Aetna Life at 
Newark, will be the speaker. 


*x* * * 
Birmingham, Ala.—Winston Roberts, 
New York Life, was elected president 
of the Birmingham association at the 


annual meeting last week. A. C. Dick- 
inson, Equitable, was chosen vice-presi- 
dent and O. O. Black, Protective Life, 
was reelected secretary-treasurer. 

The new governors are: J. J. Outcault, 
Ed Armes, C. S. Wright, J. G. Coxe, 
Tram Sessions, Arthur Crowder, Jr., and 
R. B. Quincy. A sales congress and a 
mock trial of a twister are planned for 
future meetings by President Roberts. 


ee 

Seattle—A large attendance of the 
Seattle Association greeted Oliver Thur- 
man, vice-president and superintendent 
of agencies of the Mutual Benefit Life. 
c. A. Olson, Seatle manager Canada Life 
was elected president. A. E. N. Gray, 
educational director of the Prudential 








was also a speaker. In addition to Mr. 


Olson new officers are: Lloyd A. Perkins, 
Travelers’, first vice-president; Fenton 
Rowell, Sun Life of Canada, second vice- 
president; H. R. Pirret, Fidelity Mutual 
Life, secretary and Lawrence’ Bates, 
Mutual Benefit Life, treasurer 
cd * o* 

Pittsburgh—Committee heads of the 
Pittsburgh association heard R. B. Hull, 
managing director National association, 
outline plans for the annual convention 
in Pittsburgh Sept. 21 at a banquet in 


his honor He said that the Pittsburgh 
convention will be the largest ever held 
by the association. 


2,500 life underwriters are ex- 
attend 
mk * * 

Ashland. Ky.—The Ashland 
tion has elected new officers: L. J. Taft, 
John Hancock Mutual Life, president; 
Blaine Lewis, Reliance Life, vice-presi- 
dent, and Fred Menefee, Bankers Life, 
secretary-treasurer 

* * * 

New Jersey—‘Faith’’ will be the topic 
of an address which W. A. Noltie of the 
Newark office of the Aetna Life will give 
before the Northern N. J. Underwriters 
association June 6. 

x * * 

Cleveland—The next meeting of the 
general agents of the Cleveland Life as- 
sociation will be held June 11. G. F. 
Davies will speak on “Getting New 
Agents in Production Early.” 

The final meeting of the spring sea- 
son for the Cleveland association will be 
held June 12. Cc. W. Wild, executive 
vice-president Mitchell & Herrick & Co. 
will speak. 


About 


pected to 


assocla- 


Life Notes 


Talbot Field, former head of the Hope, 
Ark., Lumber Company, has been ap- 
pointed general agent of the Reliance 
Life for southwest Arkansas. 

Samuel Edwards, Norwood, O., assist- 
ant superintendent of the Western & 
Southern Life, has been placed in charge 
of the Covington, Ky., district. This 1s 
the third Norwood man promoted to su- 
perintendent this year. 
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LIFE COMPANY 


CONVENTIONS 























Midwest Life 25 Years Old 


Sales Congress Held at Lincoln With 
Dr. Rockwell Presiding—Review 
Company’s History 








LINCOLN, NEB., June 4.—The Mid- 
west Life celebrated its silver anniver- 
sary by a two days’ sales congress here, 
presided over by C. J. Rockwell, who 
discussed modern prospecting methods, 
selling the small business man and mar- 
keting the family income idea. Presi- 
dent W. W. Putney presided at the 
sessions. He gave the welcoming ad- 
dress, responded to by H. J. Bamford 
for the agents. Miss Narcissa Snell, 
treasurer, who joined its staff when the 
company was first launched by her 
brother, the late N. Z. Snell, gave an 
interesting review of the company’s 
growth since 1896, while Judge Lincoln 
Frost, vice-president, discussed the his- 
tory of the company from its small be- 
ginnings. E. B. Stephenson, president 
Security Mutual Life of Nebraska, ex- 
tended to the company the congratula- 
tions of other Lincoln company execu- 
tives, and Attorney-General Sorensen 
spoke on the solidity of life insurance. 





Mutual Life Field Club 


The Mutual Life of New York is 
holding its annual field club meeting at 
Colorado Springs June 11-12. The mem- 
bership qualification is $250,000 of paid 
business. 





Plan Convention in California 


The Atlas Life of Tulsa, Okla., will 
hold an agency convention in California 
in July, 1932. All business to qualify 
for the trip must be written and paid 
for between Jan. 1, 1931, and June 30, 
1932. Every agent or supervisor who 
qualifies will be expected to make the 
trip, as there will be no cash bonus in 
lieu of the trip to anyone. 





Western & Southern Gathering 


Approximately 250 representatives of 
the Western & Southern Life are ex- 
pected to attend the annual tristate 
agency convention in St. Louis this 
week. President C. F. Williams and 
other home office officials will attend. 


Pacific Mutual Promotions 


C. B. Herons has been made special 
claims representative of the Pacific Mu- 
tual Life with headquarters at the home 
office. He was formerly in charge of 
the claim office at Dallas, Tex. Dr. W. 
H. Scoins has been appointed an assist- 
ant medical director of the Pacific Mu- 
tual Life and is now on a trip to agen- 





cies in the middle west. 


Federal Reserve Life Rally 


Agency Convention Was Held in Chi- 
cago Where Notable Speakers 
Spoke on Life Insurance 








The Federal Reserve Life of Kansas 
City, Kan., had its annual agency meet- 
ing in Chicago last week with Paul Y. 
Willett, assistant agency superintendent 
in charge of the program. F. M, Hayes, 
vice-president and agency director, ex- 
plained the new visual sales kit which 
the company has put out. Manager J. 
M. Holcombe of the Life Insurance 
Sales Research Bureau had charge of 
the educational program. There were 
present from the home office in addition 
to the two men named, President B. F. 
Bushman, A. C. Green, assistant to the 
president, First Vice-President H. W. 
Jordan and some of the department 
heads. At the banquet C. C. Wysong 
of Indianapolis, former insurance com- 
missioner, was toastmaster. Executive 
Vice-President Walter E. Webb of the 
National Life U. S. A., and President 
Selwyn Lambert of the Agricultural 
Life were the chief speakers. 


George Washington Life Is 
Celebrating Anniversary 


The George Washington Life of 
Charleston, W. Va., is celebrating its 
25th anniversary this month. At a 
meeting, May 12, 1906, a group of 
Charleston people met and decided to 
organize a company. It has now an 
annual income of over $1,000,000 and 
assets of over $5,250,000. It has always 
been strong financially. H. B. Smith, a 
prominent lawyer and _ banker of 
Charleston, was elected its first presi- 
dent and still continues in that capac- 
ity. All its contracts are on the par- 
ticipating basis. The company had in 
force Jan. 1 of this year $26,711,556. 
The George Washington owns its own 
home office building on Kanawha street 
along the Kanawha river. It has a won- 
derful site in a residential district with 
a very artistic setting. The company 
owns the original painting of Conrow’s 
“George Washington,” it being hung 
in the lobby of the home office building. 
E. C. Milair is vice-president and secre- 
tary and head of the agency department. 


Will Enter More States 


LITTLE ROCK, ARK., June 4.— 
The National Old Line Life, recently 
licensed in Illinois, has not yet ap- 
pointed a state manager but will do so 
within the next 30 days. The company 
is also planning to enter Missouri and 
Indiana in the near future. 





Established 1879 





ASSETS GAIN NEARLY 
15 MILLIONS 


Total Admitted Assets, December 31, 1930: 
$148,905,570.40 


Total Admitted Assets, December 31, 1929: 
$133,931,890.94 


Gain, 1930 over 1929: 
$14,973,679.46 


Bankers Life Company 


GERARD S. NOLLEN, President 


Des Moines, Iowa 








In 1931 


Be the outstanding 
life insurance man 
in your community 


OUR SERVICE 
WILL HELP YOU 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 





More Than Two Billion Dollars of Insurance in Force 














The Manhattan Life 


observed its Eightieth Anniversary last 
year—a conservative old company 
whose policy is Safety, rather than Low 
Net Cost or great volume. Since its or- 
ganization, the Company’s total pay- 
ments to policyholders plus the amount 
now held for their benefit is $132,557,- 
345.95; this sum is $8,238,347.73 in ex- 
cess of all premium deposits by policy- 
holders. 


vW 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


654 Madison Ave., at 60th Street 
NEW YORK CITY 


Founded in 1850 Thomas E. Lovejoy, President 























18 


Claris Adams 
Executive Vice-President 


Clarence L. Ayres 
President 





Twenty Thousand Dollars 


ERE distributed among 

the representatives of the 
American Life Insurance Com- 
pany in 1931 from a profit-shar- 
ing fund held in perpetual trust 
for their benefit. This is only one 
feature of the AMERICAN plan 
of complete co-operation. 








AMERICAN LIFE 


INSURANCE COMPANY 
DETROIT, MICHIGAN 




















A FAMILY INCOME PLAN— 
of Extreme Flexibility! 


Check these features, as offered under The Guard- 
ian’s Family Income Plan: 

Issued in two forms—guaranteeing Family 
Income of $7.50 or $10 per month per $1,000 
of insurance. In addition, excess interest will 
be payable. 
Face amount of policy payable in cash at 
death—or under various Optional Methods of 
Settlement.* 
Attachable to all policy forms except Term. 
Cash and other guaranteed values of original 
policy not reduced through addition of Fam- 
ily Income Plan. 
Issued for 20-, 15- and 10-year periods with 
additional premium for Family Income Plan 
payable for only 16, 12 or 8 years, respect- 
ively. 
May be added to existing Guardian insurance 
upon medical examination. 

*If left with Company under interest option, income 

during Family Income period will be materially in- 

creased. The Guardian’s current interest rate is 5%. 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 
50 UNION SQUARE - - NEW YORK CITY 




















Methods of ‘Sean 
Agency Manpower Debated 


Ways of strengthening the manpower 
in agencies were discussed in the indus- 
trial group session at Pennsylvania In- 
a“ Days in York, Pa., May 29, by 

. V. Monaghan, assistant district man- 
ee John Hancock Mutual Life at York. 
His subject was “Manpower on the 
Debit.” 

“Selection of the right type of man is 
naturally the first step. A manager or 
assistant when interviewing a man to fill 
a vacancy should take into consideration 
the fact that every man is not suited for 
our business. The new man must learn 
the various contracts his company offers 
to the public and the different clauses of 
each contract. He must also know how 
to prospect and how to canvass in an 
effective way so that his work will bring 
results and the necessary commissions 
as a result of his sales.” 

This educational work should be 
carried on indefinitely for the old timer 
as well as the new man for there are 
always new ideas being brought out and 
unless the debit man keeps abreast of 
the times he soon grows stale and be- 
tomes a back number. 


Banks Ordered to Trial 


A. B. Banks, former president of the 
Home Life, Home Fire and Home Ac- 
cident of Little Rock, has been ordered 
to trial June 26 at Little Rock on an 
indictment which charges that he per- 
mitted the acceptance of deposits in the 
American Exchange Trust Company 
after it was known the institution was 
insolvent. He was indicted with four 
other former officers of the trust com- 
pany. Mr. Banks, who six weeks ago 
was indicted on a similar charge by the 
grand jury at Osceola, was ordered to 
trial after Car] Bailey, prosecuting at- 
torney, denied the grand jury’s request 
to nolle prosse the indictments against 
Mr. Banks and his associates. 


Pennell Gets Agency 

William McElligott will retire as gen- 
eral agent of the State Mutual Life in 
the uptown section of New York. That 
agency will be taken over by F. W. 
Pennell, general agent at 225 Broad- 
way, and will be conducted by him as a 
branch office. Mr. McEllligott will de- 
vote his entire time to personal writing. 
W. Foley, who has been identified 
with the McElligott agency as assistant 
manager since its inception, has been ap- 
pointed by Mr. Pennell as manager for 
the uptown branch. Mr. Foley has a 
wide acquantance among the life offices 
in New York and in brokerage circles. 
He has been successful as a personal 
producer and although still a young man 
has had 14 years’ experience in life in- 
surance. Mr. Pennell’s main office will 
continue as heretofore at 225 Broadway, 
where premium collections for both of- 

fices will be handled. 


Recht & Kutcher’s Offices 


Recht & Kutcher, whose appointment 
as general agents of the Northwestern 
Mutual Life was recently announced, 
have taken new quarters in the new Em- 
pire State building which they will oc- 
cupy about July 1. The partners have 
been associated with J. I. D. Bristol 
since 1926. When Mr. Bristol retired 
recently they were appointed general 
agents, effective June 29. 


Woods Agency Has Record Day 


The Edward A. Woods Agency es- 
tablished a record for one day’s business 
on May 27 when 305 applications were 
written for $1,455,550. In May the 
total business was $5,017,389, an increase 
of 33 percent over May 1930. The 
agency is out to establish a new record 
for June which is the closing month of 
the qualification period for the com- 
pany’s annual education conference to 
be held at Ocean City, N. J. July 6-10. 
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Modern Sales Methods Should ule a way, he ~~ not believe ft ashe. Hikaees 
. . possible to achieve great success with- 

Be Used in Presenting Insurance _ |. folowing that or » simiar one. Mr oo ae 
to the Minds of the Prospects | |<" iis vredection Belg he bas felt that Inspirations 


schedule of work inadequate for re- 











Vice-President H. L. Amber of the] schedule of work. There should not |} sults. 
Rerkshire in his talk before the New] only be a daily schedule but a salesman ? : 
York state life insurance congress de-| should stick to his plan. Each sales- Agents Should Put in “Savings .represent much more than 
clared that a loss of over $500,000,000 | man should know in advance what he Practice What They Preach mere money value. They are the proof 


in ordinary business for the first four] expects to do each hour of his working 
months of the year is no mere bend but} day. He said that the greatest person- 
a genuine turning point. He believes | ality, greatest mind, greatest ability are 
there must be a sharp change in this | of no value unless that personality, that 


that the saver is worth something in 
himself. Any fool can waste; any fool 
can muddle; but it takes something more 
of a man to save and the more he saves 


If life agents are going to treat sound 
investments in the new business era, 
then they must pursue that practice for 


‘ ~ i a er themselves, he said. Agents should not : 
situation before the end of the year.| mind and that ability have a definite sasaee ‘ races aa vent 4 d A] o ae a man he makes - himself. 
; ¢ feels re is 7 > » has seen ae sp — ee aste and extravagance unsettle a man’s 
Mr. Amber feels there is nothing to be | plan on which to work. He ha € most every company, he declared. & 


mind for every crisis; thrift, which 
means some form of self-restraint, stead- 
ies it."—Rudyard Kipling. 


gained by putting the soft pedal on the | salesmen who seem to lack personality 
situation. The sensible thing is to ad-| but whose work was well planned and 
mit it and then do something about it.| well followed and hence results were 


prints a budget table to be used in the 
held. Life agents recommend this bud- 


: get. They should tie their personal af 
ie ae me » declared. shov sine ; * * x 
Life insurance men, he declared, should obtained. F ; “— fairs as nearly as possible to this bud- 
recognize that their old selling methods _The second part of the agent's plan- get plan. Mr. Amber recommended \s long as you are content to discuss 
and plans must be replaced by new and | ning should be as to the number of | 4)5; agents budget their income and | life insurance casually, your prospect is 
better ones. cases he is going to write, the volume 


make their business meet that budget. |comtent to listen casually. And _ the 
He As to planning one’s presentation of | Whole interview is a casualty —Penn 
the sale, he said that many cases have | Mutual Life. 
been lost because the. agent has not 


. and the planning of his financing. 
Should Emp oy Modern thinks there is a greater future for the 

Sa‘esmanship Methods agent who writes 80 moderate sized 

Some of the loss in business, he as-| cases than the one who writes one- | 0S*" ae we 2 oie F 
serts. is due to the fact that life insur- | fourth that number with twice the vol- | taken time to check up on the state- Wh og ny speaking, = — rate is 
ance has*not kept apace with the proper | wme ments he was making to see whether ee for —— cities = or emg sd 
2 > as ‘ " . ° = .@ ‘ere > » ‘ . . w j i . os 
educational training of salesmen. There Mr. Amber said that the agents have they were crue. He said that the new een OD Ne oben | oe 
are some salesmen that show increases | been told that any premium less than | business era will require more concen- | Pt , rg Ag - ‘ ate | 
during the year so far. They have ad- | $46.18 is no profit to the agency. He| tration and planning of the interview | mre a re 10 ue Fane moe = 
justed their methods to meet the new | said that from the standpoint of han- and a more diligent search for facts and } Mar ps oO Tm " ‘hi h Foam 
dling the one item this may be true, | information. By a search of facts he | ward a comparatively high rate of sui- 
but the moral effect that the writing of | means three things, first, facts about | cide in country districts—New York 
the case being a $25 premium leads | life insurance; second, facts regarding Life. 





* * * 








situation. Some present day methods, 
he said. which have only worked about 
one-third of the time are too expensive 








for the present requirements. | to a case of a $500 premium. Then the situation of one’s clients or pro- le: “] ~~ “ di 
Mr. Amber says, “We need to be in- | the $25 premium becomes a profitable | spective clients, and third, fundamental | He have had my life insured in 
telligent, keen and alert. We need a| transaction. Life companies, he averred, | facts of general business. a A agp = oe — can | = 
message that will welcome rather than | need the smaller cases to bring down W hile during the past decade insur- | ion ung more to better show my de- 
will unwelcome. We need to be a help | their mortality. ence men have been worshiping volume, ~~ “ny ay , 
and not a pest. We need to be infor- | Mr. Amber laid out a year’s program the next decade he predicted will see She No, dear, not as long as you 
mative rather than flamboyant; engi-| as to the number of cases and size that | 2 mew face in the picture, viz., quality. | live 
neered rather than ballyhooed. Our/|an agent might write as follows: One While the economic situation has been * * * 
sale needs to be a service and not a| case of $50,000, two cases of $25,000, | the cause of millions of insurance being The trend of the life insurance sale, 
forced sale.” four cases of $10,000 each, eight cases | C@St into the dump heap, Mr. Amber | however, is toward a decreasing em- 
He suggests first, a planned daily | of $5,000, a number of cases less than said that other millions have also gone | phasis on the distress of the beneficiary 
schedule of work; second, a planned | $5,000. because of improper planning. Busi- |} and an increasing emphasis upon the 
= volume and planned finance; third, He establishes a schedule of work of | Mess placed by mere force e of person- | economic value of the life of the insured. 
= planned presentation. The salesman, he | 36 hours each week, 75 calls a week, ality is the first to go in periods such |—F. L. Jones, Vice-President Equit- 
said, should get himself on a daily | 12 interviews a week and two applica-|@S the last 20 months. able Life of New York. 
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BROKERAGE CONTRACTS 


For the right man, this company offers 
something exceptionally attractive in 
the way of Brokerage Contracts. If 
+ you are an experienced insurance man 
with the necessary qualifications, do 
not fail to investigate what we have to 


offer. Write or call personally. 


The Dominion Life Assurance Company 
2724 Union Guardian Bldg. Detroit 
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‘General Agent Contracts 
available for 
General Insurance Firms 
in 
Ohio, Michigan and Indiana 


Write for Information 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
Philadelphia, Pa. 




















Are you interested? 


We have an especially attractive 
Agency Contract to offer real pro- 
ducers. 


Middle West Territory. Liberal Policy 
Contracts. Standard and Sub-Standard. 
Medical and Non-Medical. Special Features. 


Write T-13, The National Underwriter 






































UNDERWRITER 


York, Pa., Meeting 
Draws Big Crowd 


(CONTINUED FROM PAGE 3) 


W. B. Corey, Philadelphia; A. J. Parker, 


West Newton; J. C. Williams, New 
Castle; A. I. Martin, Altoona; E. H. 
Schaeffer, Harrisburg; R. R. Helms, 


Reading; W. G. McBlain, York; F. A. 
Service, Sharon; A. D. Beyer, Norris- 
town. 


Additions—H. B. Meixel, Philadelphia, 
president The Grand Fraternity; A. S. 
Wickham, Philadelphia, manager Hart- 
ford Steam Boiler. 


New Executive Committee 


Executive Committee—W. H. Kings- 
ley, chairman; J. W. Donahue, vice- 
chairman, and C. H. Holland, all of 
Philadelphia; W. S. Diggs, J. C. Mur- 
ray, H. C. Fry, Jr., and E. E. Cole, 
Pittsburgh; T. B. Donaldson, Newark, 
mM. Jal . H. Diffenbaugh, Lancaster, 
Pa.; W. E. Quinlin, Pottsville; W. M. 
ee ‘Bethichem: E. H. Schaeffer, 
Harrisburg; W. G. McBlain, York; R. 
R. Helms, Reading; F. D. Buser, G. R. 
Dette, A. M. Waldron, J. D. Smith and 
W. F. Kendrick, all of Philadelphia. 

National councillor—M. H. Diffen- 
baugh, Lancaster; substitute national 
councillor—W. S. Diggs, Pittsburgh. 

Next year’s meeting place was selected 
as Pottsville. 

Urges Qualification Laws 


Mr. Potter said that it is entirely too 
easy for an agent to get into the insur- 
ance business, with the result that the 
ranks are crowded with parasites, part- 
timers and incompetents. Mr. Potter 
asked, “Why shouldn't we have agents’ 
qualification laws? Why shouldn't an 
agent be qualified? Why should he not 
come before an examining board? What 
are the arguments against it?” 

At another point he said: “The agent 
who does not read his trade papers is 
like the man who stops his watch to 
save time. He doesn’t save anything.” 








Two Sessions Friday Morning 


There were two sessions Friday 
morning, one an industrial life sales 
congress and the other of general inter- 
est. Fred A. Service of the Protected 
Home Circle of Sharon was the first 
speaker at the general session. He spoke 
on behalf of the fraternals. G. F. Strat- 
ton, vice-president of the Underwriters 
Salvage Company of New York, Joseph 
H. Reese of the Penn Mutual Life in 
Philadelphia and Charles F. Armstrong, 
insurance commissioner of Pennsylvania, 
were the other speakers, all of whom 
were introduced by Thomas B. Donald- 
son of Newark, associate manager of 
the Franklin W. Fort companies and 
former commissioner of Pennsylvania. 

The group meeting on industrial life 
problems attracted a large crowd and 
lasted four hours. William J. Bradley, 
Home Life of Philadelphia, presided as 
chairman, and later in the session turned 
the meeting over to George R. Kendall, 
president Washington National of Chi- 
cago, co-chairman. The speakers were 
J. F. Maine, London Life; E. L. Mat- 
terer, Metropolitan Life, Lancaster, Pa.; 
W. J. Bradshaw, John Hancock Life, 
Lancaster, Pa.; E. G. Perkins, Pruden- 
tial Life, Baltimore, Md.; C. V. Mon- 
oghan, John Hancock, York; N. G. 
Bachman, Metropolitan Life, Lancaster; 
J. T. Goldstein, John Hancock, Reading, 
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and F. C. Wagner, Metropolitan, Lan- 
caster. 

There were two luncheon conferences 
Friday noon, one on fraternal societies 
and the other on industrial accident and 
health. G. W. Gilligan, Jr., president 
Superior Life, Accident & Health, was 
the chairman at the health and accident 
meeting. The speakers were E. H. Gusk, 
Cosmopolitan Industrial; W. Mack, 
Charter Mutual Benefit Life, and O. 
Reis, Philadelphia Mutual Aid. 

On the last afternoon the convention 
divided into seven separate group ses- 
sions, in this way providing an entire 
afternoon's individual meeting for all of 
the important classes of the business, 
For life men the feature of the entire 
convention was the talk by W. Ray 
Chapman, assistant agency superintend- 
ent, Northwestern Mutual Life. He was 
the only speaker at the life conference. 


Must Study Prospect 


F. C. Wagner of the Metropolitan 
Life in the Lancaster, Pa., district told 
members of the life insurance section 
that educational meetings, business 
papers on insurance, complete under- 
standing of the many policies, contracts, 
plans and settlements should be care- 
fully studied and some knowledge of the 
prospect should be had before an inter- 
view is sought. “Manner of approach 
and personal appearance should be such 
as to command respect at all times,” Mr. 
Wagener declared. “The closing of busi- 
ness should be followed only by friendly 
To insure success in the. field 
knowledge, indus- 


service. 
of life underwriting, 


| try and initiative are real requisites. 


“Sell your client as you would like to 
be sold,” he advised. “Be yourself at all 
times, realizing the client’s need of hav- 
ing the insurance explained by one who 
has studied the merits of insurance and 
its adaptability. The success of selling 
insurance, then, will naturally follow. 
Instill in the mind of your prospect that 
you are actively writing insurance.” 





Young married man seeks position in a 
Life Insurance organization, either in the 
Home Office or Branch Office. Have 
had eight years Home Office experience 
and for the past three years engaged as 
Cashier of General Agency. Especially 
well versed in Conservation. Address 


T-62, The National Underwriter. 
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GRAHAM DOWDELL, President 
A progressive up-to-date company with a program of expansion 


All Texas is our field. 
The Fast Growing Company of the Southwest 
SAN ANTONIO, TEXAS 
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VISUAL SELLING IN LIFE INSURANCE IS HERE—And It Works! 


They See, Understand, 
Believe, and Buy! 











Two Pages from the Visual Sales Book Section on the 
Clean-up Fund and Mortgage Insurance 


The Visual Sales Book for Life under- 
writers is no longer an experiment. 
Here are typical comments from those 
who visualize their sales presentations 
with this modern sales aid. 


“Your Visual Sales Book, used in 
connection with carefully prepared 
programs, has nearly doubled my pro- 
duction.” —E. M. Barber, Equitable 
of N. Y., Gulfport, Miss. 


“Started a new man the first of the 
month with it. He has already closed 
eleven applications in eight days for 
$26,500."—Fred L. Jones, Pacific 
Mutual Life, Oakland, Cal. 


“T know it has been the means of 
closing several cases.”—C. D. Deppe, 
Gen. Agt., Register Life, Fort Dodge, 
Ta. 


“Tt was the means of helping me close 
a $15,000 case last month.’ —Robert 
L. Hill, Mayfield, Ky. 





What the Visual Sales 
Book Is 


The Visual Sales Book is a complete 
presentation of Life insurance in pic- 
tures, charts, and simple diagrams. 
It is a book to use during the inter- 
view to clarify and emphasize the 
points you bring out in your sales 
presentation. 


It illustrates your sales story. It 
makes the presentation more vivid. 
It holds the prospect’s interest. It 
makes the benefits of Life insurance 
tangible because it enables you to 
present them in visual form. For 
men new in the business, it is a guide, 
giving force and direction to their 
solicitation and aiding them to make 
a clear and logical presentation. 


The book contains 128 pages of pic- 
tures. Pages are letterhead size (814 
x 11 inches), are printed on heavy, 
dull coated enameled paper, and logi- 


cally arranged. 


The illustrations are large and 
striking. In posing the pictures, the 
greatest care was exercised in order to 
get models who could show by expres- 
sion the exact meaning the picture 
was meant to convey without at the 
same time giving a “posed”’ effect. 

This book is divided into eight 
sections. Each section is a unit in 
itself and considers one phase of Life 
insurance. Since the binder is loose- 
leaf, they may be taken out and used 
separately. 


What Each Section 
Considers: 


Following are the titles of the Eight 

sections; the contents are indicated by 

the titles: 

A—Life Insurance as Savings 

B—Life Insurance Program 

C—Clean-up and Mortgage Fund 

D—Monthly Income 

E—Education Fund 

F—Retirement Fund 

G—Advantages of Insurance Estate 

H—Today’s Opportunity. Closing 
Arguments. 





The beautiful, genuine leather, loose- 
leaf binder which is used in the 
De Luxe Edition 
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A Flexible Plan 


The most typical comment from un- 
derwriters when they see this Visual 
Canvassing plan is, “That one picture 
is worth the whole price of the service 
to me.” But they don’t all point to 
the same picture or chart. 

And that’s the beauty of this plan. 
It’s flexible. You don’t discard all 
your proven methods of solicitation. 
You simply illustrate your own sales 
story with pictures, selecting from the 
128 pages the pictures that fit that 
particular prospect. 


Section on Business Insur- 


ance Just Published 


We have just published a Visual Sales 
Portfolio on Business insurance which 
is punched to fit the Visual Sales Book 
binder. 

This section contains 12 pages of 
pictures visualizing the benefits and 
uses of Business insurance. In addi- 
tion, a four-page removable insert is 
provided which contains the verbal 
sales presentations to use with the pic- 
tures. These suggested sales talks are 
a part of the Business insurance sec- 
tion. This section may be bought 
separately for 75c, or with the book 
for 50c extra. 

The book is published in two edi- 
tions, De Luxe and Standard. The 
De Luxe Edition has a genuine leather 
binder and with it are included the 
file box and guides pictured above. 
This file holds the various sections of 





The Insurance Estate—the General Estate. The 
prospect sees (left) hands dipping into his estate: 
(right) money in neat bundles ready for delivery. 


the service when not in use. The 
Standard Edition has an _ imitation 
leather binder, and the guides and the 
file box are not included with it. Both 
binders are loose-leaf. 





File Box and Guides which are in- 
cluded with the De Luxe Edition 


The De Luxe Edition sells for 
$15.00, the Standard for $10.00, sin- 
gle copies. Both are cheaper in 
quantity lots. 


Find Out About This Mod- 


ern Sales Aid 


The Visual Sales Book is helping 
other life underwriters increase their 
production. It makes it possible for 
them to appeal to the sense of vision, 
through which 83% of our impres- 
sions are received. Get all the facts 
about this modern sales aid. Use 
this coupon. 


The National Underwriter, 175 W. Jackson Blvd., Chicago, III. 
Please send me on approval a copy of your VISUAL SALES BOOK 


O DE LUXE EDITION (Genuine Leather Binder, also fibre-board 


filing case and set of filing guides)...... $15.00 


O STANDARD EDITION (Imitation Leather Binder; does not in- 
clude filing case and guides)............. $10.00 


(Indicate which Edition is wanted) 


for which a deposit of $...........0.e00 


ashes (full amount of order) is enclosed. 


If we keep the book and the other material constituting this service the enclosed 
deposit is payment in full. If we are not entirely satisfied we may return everything 
covered by this order within two weeks after it is received and the entire amount of 


our deposit will be refunded. 


©) Please send me quantity prices (check if desired) 


Signed 
Address 
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It's Not 
Surprising 


Chere is nothing strange about 
the success of a Peoria Life 
agent. He is first given a thor- 
ough course of instruction in in- 
surance and salesmanship. He 
has policy contracts that embrace 
every attractive feature of mod- 
ern life insurance: disability and 
double indemnity, liberal policies 
for impaired risks, participating 
and non-participating plans, spe- 
cially designed contracts for spe- 
cial needs such as_ retirement 
income, business protection and 
the popular family income bene- 
fit. 

His prospects include women 
on equal terms. with men, and 
children of any age from birth. 

















Iie receives liberal commissions 
on the business he writes. An 
experienced staff gives him per- 
sonal training and help—not only 
at the start, but continuously and 
frequently thereafter. An inter- 
esting agency program inspires 
his sustained enthusiasm and 
stimulates his most profitable 
efforts. 

He realizes that he is a part of 
one of the country’s most pro- 
gressive and rapidly growing 
legal reserve companies, that de- 
sirable openings in its organiza- 
tions are filled from its own 
agency ranks, that it is genuinely 
and practically interested in his 
making good. 

[Is it surprising that Peoria 
Life men are happy and success- 
ful? 











































Peoria Life Insurance Company 


PEORIA, ILLINOIS 
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